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VESPER SEEKS NEW DEAL 





Sparks 


Detroit’s Merry-Go-Round 
Bill Stout, President 
Back on the Beat 
Holler’s Stunt 
Adcrafters Join In 
Jack Feehan Shifts 


sen 
By 


Chris Sinsabaugh 
| 


ETROIT'’S MERRY-GO- 
ROUND is running at top 
speed. What with the show itself 
opening Saturday night, with an 
attendance that seems indicative 
of an unusually successful week, 
and the National! Automobile 
Dealers Assn. and the Society of 
Automotive Engineers swinging 
into action this morning, the mo- 
tor capital is well deserving of 
this appelation. It’s just like be- 
) ing in Washington with Congress 
in session. 

Our home town certainly owes 
Fred Vesper a big vote of thanks 
for bringing the annual NADA 
meeting to Detroit, for this gath- 
‘ering of the dealers is the finish- 
ing touch to an auto week that 
should become an annual feature. 
And, on the other hand, one must 
believe that the selection of De- 
troit for this meeting has had a 
lot to do with the record-breaking 
“attendance of the dealers, brought 
here by ine opportunity to meet 
the men at the factories. 


# * 


TOO,, JE SAE has a turnout 
which promises also to set a 
mrecord for these mid-winter as- 
msemblages. The induction of Bill 
mStout into the office of president 
mof the SAE helps make the gath- 

ering glamorous, for King Bill is 

Detroiter and that’s appealing 

o our civic pride. The show the 
SAE is conducting along with the 
meeting has a strong appeal for 
hose who want advance peeks as 
what the parts and accessory 
manufacturers are working on. 
Interesting to me in this connec- 
tion is the new ignition analyzer 
brought out by Weidenhoff of 
Chicago which is being shown by 
the chief engineer of that com- 
pany, B. J. Haskins, in 1806-1807 
Book-Cadillac Hotel. 


* * Eo 


AS THIS IS WRITTEN this 
Paul Pry is pinning on his re- 
porter’s star and preparing to go 
into action. He Sundayed around 
the hotels but only met the ad- 
vance guard of dealers. Today 
the avalanche of visitors starts 
and the pencil and pad of paper 
are going to be used freely. I did 
run across Bill Hughson of San 
Francisco, oldest of Ford dealers, 
but then one always can expect 
Bill to visit Detroit at least once 
a year. Dearborn holds a certain 
attraction for him. 


: * 


ANOTHER I ENCOUNTERED 


Truck Sales Gain 65 Per Cent 


— 


NADA Would 


Revise Dealer 


11 Months’ NADA Chief Outlines Plan |Agreements 
Total Hits) To Study Needed Changes 


379,816 In Dealer-Factory Set-up 


Increase of 149,527 Units, Detroit, Jum. 14,-~Aiinees |. 


Recorded Over Year- 
Old Figures 
By E. M. LUBECK 
Detroit, Jan. 11. — Com- 
mercial vehicle registration 
figures for the first 11 


months of 1934 show defi- 


nitely that business in the 
United states is on the upturn. 
Truck figures show that the gain 
in registrations is 65 per cent over 
those of last year. 

While the figures are a story 
all by themselves, they show, how- 
ever, that business in general is 
improving, because when trucks 
or delivery vehicles are purchased 
to the extent of 379,816 units, the 
mark up to Dec. 1, there is an 
increase in general buying and 
selling and goods are being trans- 
ported. A truck is a business in- 
vestment. 

The mark of 379,816 also shows 
that Automotive Daily News’ pre- 
diction made early in the year 
that 1934 would be “A Truck} 


Year” has been fulfilled. It also | 


(Continued on Page 18, Col. 1) 


Buffalo Show 
Is Opened to 
Buying Crowds 


Buffalo, N. Y., Jan. 14.—With 
all makes of cars on display, the | 
annual automobile show opened | 
Saturday under the auspices of | 
the Buffalo Automotive Trade} 
Assn, at the 106th armory. 

Through a misunderstanding of | 
military regulations compelling 
the closing of armories to the 
public on Sundays, it was an- 
nounced that the show would be 
open yesterday afternoon, and it 
was for a while. Within an hour, 


(Continued on Page 3, Col. 3) 


Merger Rumors 
Are Scouted by 


$ Independents, 


Detroit, Jan. 14.—Rumors of a 
huge automobile merger involv- 


| parlors on the ballroom floor of 





ing eight independent manufac- 
turers were denied today by offic- 
ials of the companies said to be 
involved. 

Reports of the proposed mer- 
ger declared that Packard, Gra- 


was Harry Harper, formerly|ham, Hupmobile, Hudson, Mack 
\Villys-Overland sales manager | Truck, Auburn, Nash and Reo 


(Continued on Page 10, Col. 1) 


| 


(Continued on Page 2, Col. 2) 


sing the first membership | 
meeting of the National Au-| 
tomobile Dealers Assn. ever | 
to be held in Detroit this 


afternoon, F. W. A. Vesper out- 
lined a program for 1935 which 
should meet with the approval of 
every dealer in the country. 
Pointing to the need for changes 
in the present dealer-factory con- 
tracts, Vesper outlined a program 
for a series of conferences be- 
tween makers and the repre- 
sentatives of the NADA at which 
these changes would be fully dis- 
cussed and acted upon. 

He called attention to the ad- 
vances that dealers have made 
during the past year under their 
code and asks for further sup- 
port and co-operation in the fu- 
ture. Trade-in discounts for re- 
conditioning of used cars, he said, | 
had proved unsatisfactory on the | 

(Continued on Page 6, Col. 1) 


F. W. A. Vesper 


SAE Tesaaiie Exhibition 


Of Machinery and Tools 


Detroit, Jan. 13.—What is 
considered one of the finest 
exhibits of precision tools 
and machinery used in the 
production and maintenance 
of automobiles opened here this 
morning at the Book-Cadillac 
Hotel in connection with the 30th 
annual meeting of the Society 
of Automotive Engineers. The 
entire Crystal room and other 


the hotel are filled with exhibits 
representing the handy work of 
40 automotive companies. 
Technicians, mechanics and} 
porters worked late into the night | 
last night putting the final! 
(Continued on Page 8, Col. 1) 


Aged Car Derby 
Precedes Start 
Of Philly Show 


Philadelphia, Jan. 14.—Philadel- 
phia’s annual automobile show in 
Convention Hall got under way 
at noon today under auspices of 
the Philadelphia Automobile 
Trade Assn., with 24 makes of 
cars and a variety of accessories 
on display. 

A popular side attraction intro- 
duced and meeting high favor 
last year preceded the current 

(Continued on Page 6, Col. 5) 


Sloan Supports 
Reeves’ Denial 


Of Code Attack 


Detroit, Jan 13.—In response to 
a request from F. W. A. Vesper, 
president of the National Auto- 
mobile Dealers Assn., addressed 


| in telegraphic form to directors of 
| the 


Automobile Manufacturers 
Assn., and asking for clarification 
of the statement issued by Alfred 
Reeves, vice-president, in behalf 
of the AMA, against price fixing, 
price maintenance and production 
control, Vesper today disclosed a 
reply from Alfred P. Sloan jr., 
president of General Motors Corp., 
and a director of the manufac- 
turers association 

Since releasing the text of his 
letter to S. Clay Williams, chair- 
(Continued on Page 22, Col. 3) 


Richberg Arrives 
Here Tuesday 


Donald R. Richberg, direc- 
tor of the President’s Na- 
tional Emergency Council 
will arrive in Detroit at 
4:00 p. m. Tuesday. Rich- 
erg will address the NADA 
banquet Tuesday evening in 
the Masonic Temple. 


18th Annual Convention 
Opened at Statler 
Hotel Today 


By MEL ADAMS 


Detroit, Jan. 14.—Swing- 
ing into action with the con- 
viction that real progress of 
benefit to the trade has been 


accomplished during the 
past twelve months, members of 
the National Automobile Dealers 
Assn. settled down to. serious 
business at the first open meeting 
of their 18th annual convention 
in the Statler this afternoon. 

The past two days have wit- 
nessed a steady influx of those 
here to attend the meetings, and 
they have come from all parts of 
the country. The climax on that 
score. came today when trains 
carrying dealers rolled in “packed 
to the guards,” and another large 
contingent will arrive tomorrow 
for a one-day visit to the con- 
clave. 

George W. Derr, who is handl- 
ing banquet reservations among 
many other duties, reported this 
norning that the total had passed 
the 1,400 mark for tomorrow 
night’s function at the Masonic 
Temple, with Donald R. Richberg, 


(Continued on Page 19, Col. 1) 


Show Attendance 
Swells to 40.000 


For Near Reeord 


Detroit, Jan. 14.- Attendance 
predictions were being fulfilled at 
the Detroit Show this week with 
turnstiles clicking at near-record 
speed as the exhibition ran into 
its third day. 

Despite bad weather, 
swarmed Convention Hall, Sun- 
day. Yesterday’s attendance of 
20,716 brought the total to 40,000 
in two days, close to the all-time 
Sunday record. 

Apparently in a buying mood, 
visitors crowded booths of higher 
priced cars, generally more or 
less neglected. 


Cleveland Show 
Draws Crowds 


On Opening Day 


crowds 


Cleveland, Jan. 14.—The annual 
automuLile show which opened 
here in Public Hall Saturday 
night is living up to the past repu- 
tation of its sponsors for doing 
the dramatic. And, by the same 
token, ihe cleverness of its stag- 
ing is being rewarded by fine 
attendance and a desire to write 
out checks for the new models, 

(Continued on Page 6, Col, 4) 





Motor Makers Praised as. Mayor Welcomes N ADA| 


Credits Motor C 


at 
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Companies 


With Economi ic Upturn 


Detroit, Jan. | 14.- Members ot), 
the National Automobile Dealers 
Assn. were welcomed to Detroit 
by Mayor Frank Couzens, who 
addressed the opening session of 
their convention in the Statler 
hotel today, as follows: 

“It is, indeed, a pleasant privil- 
ege for me to welcome you men 
of the National Automobile Deal- 
ers Assn. to our city. To a very 
great extent and in a very just 
sense you are the ambassadors of 
Detroit industry. And as we re- 
cognize and thoroughly appreci- 
ate the honor you have brought 
to us by selecting Detroit as your 
Convention City, we also wish to 
regard your visit with us as a 
homecoming, so to speak, of De- 
troit’s partners in commerce. 


“You Lead the Way” 

“The nation confidently looks 
to you and the motor car indus- 
try to lead the way to economic 
recovery. The marked improve- 
ment of 1934 over 1933 can very 
justly be credited to the auto- 
mobile, and thus a special 
significance attaches to your con- 
vention and a showing of the 
1935 models. When you contem- 
plate the many, many thousands 
of men and women in America 
who either directly or indirectly, 
depend upon the automobile for 
their livelihood you will appreci- 
ate more than ever before what 


a vital part you have in the 
economic well-being of this 
nation. Today, the automotive 


industry is the largest purchaser 
of gasoline, rubber, steel, mal- 
leable iron, lubricating oil, plate 
glass, nickel and a number of 
other staple products, all of which 
can be defined in terms of em- 
ployment, as well as dollars and 
cents. So much, let us say, for 
what lies behind the new 1935 
models — beyond these cars lie 
millions of miles of comfort and 
safety and efficiency. 
Prosperity for All 

“We are proud of the contri- 
bution Detroit is making toward 
a@ prosperous 1935. At the same 
time, we are fully cognizant of 
the important part you men have 
in this program, and as new cars 
roll off the assembly lines 
throughout this year, may they 
bring a lasting prosperity to you 
and all America—and may they 
remind you to come back next 
year and the next. In the mean- 
time, the lights ahead are green 
for Detroit’s Ambassadors—the 
pace setters for prosperity.” 





tes Motor Car 


Company Starts 
New Ad Drive 


Lansing, Mich., Jan. 14.—With 
the continuation of the optional 
self-shifter as a feature of the 
1935 models, Reo Motor Car Co. 
this week got under way with its 
considerably intensified sales and 
advertising campaign introducing 
the new low-priced Flying Cloud 
and Royale models. 


The campaign will embrace ap- 
proximately 1,700 newspapers, an 
extensive list of magazines, and 
trade and class publications, spot 
radio announcements from 40 to 
50 stations, and a comprehensive 
direct mail drive designed to both 
stimulate and broaden its dealer 
organization. 

Besides featuring the self- 
shifter, the company’s advertising 
will stress the car’s resultant in- 
creased safety and greater ease 
of operation, said to have been 
made possible by elimination of 
the “old fashioned” gear shift. 
New streamlined style, and 
greater speed and comfort will 
also be emphasized. 

The passenger car line includes 
the Flying Cloud models priced 
from $795 for the two-door sedan, 
said to be the lowest priced sedan 
ever offered by Reo, and the new 
Royale models, priced from $985. 


Merger Rumors 
Are Scouted by 
8 Independents 


(Continued from Page 1) 


were making plans to form a 
combine to fight the Big Three of 
the automobile industry Ford, 
Chrysler, and General Motors. 

According to the Dow Jones 
ticker service, an unnamed Wall 
Street office sent a letter to stock- 
holders of the eight independent 
concerns urging consolidation into 
a giant corporation headed by 
William S. Knudsen. 

Knudsen, along with officials of 
the other companies, denied hav- 
ing been approached and scouted 
the plan, declaring he had never 
even heard the rumor. 





They Like Their ADN- 





Automotive Daily News Photo 


Reading the big news of their convention—(Left to right, standing) 
-—J. A. Baker, Salt Lake City, Utah; E. J. Wintersteen, Sioux Falls, 


S. D. 


(Seated)—Charles M. Norfleet, Charlotte, N. OC. 





Bigger and Better ere for Dealers 


Aucomotive Daily News Photo 


The executive committee of the National Automobile Dealers Assn. met Sunday to formulate the Asso- 


ciation’s program for more equitable franchises for dealers. 
manufacturers in the near future. 


The program 


will be presented to the 


F. W. A. Vesper, association president, is second from the right. 





Capitol Crowds 
Please Officers 
At Washington 


Washington, Jan. 14.-In this 
bustling capitol of the nation, 


with its greatly increased popu- 
lation and buying power, the an- 
nual automobile show in_ the 


Auditorium entered its third day 
today, under what officials of the 
Washington Automotive Trade 
Assn. consider the most auspi- 
cious circumstances of its career. 

To a greater degree than be- 
fore, they are thinking and| 
estimating in terms of sales| 
which they confidently expect to 
surpass every Washington show 
in history. 

On display are 150 models of 
24 makes, along with various | 
types of equipment and accessory 
exhibits. 


Two floors of the ait 
are being occupied by the show, 
which is decorated to resemble 
a great palm garden with scenic 
views in the distance. 





Large crowds attended both 
the opening day Saturday, and 
yesterday, when the affair was 


open on a half-time basis. 


Polk Estimates 
25.000 Truck 


Sales in Dec. 


Detroit, Jan. 13. Truck and 
commercial car registrations for 
the 16 states reported for Decem- 
ber have reached a total 6,231 


units, representing 22.75 per cent | 
of the country, according to R.| 
L. Polk & Co. 


This total represents a gain of | 
75.85 per cent over the total re- 
ported from the states in Decem- | 
ber, 1933, and a loss of 19.37 per 
cent from the November, 1934, 
total of 7,728 units, in the same 
states. 

Polk estimates total commercial | 
registrations for the month will | 


reach 25,000 units. November 
commercial car registrations to- | 
taled 28,689. 


| such prospects, 


Industry Aided Public, 
Vesper Tells Press Group 


Detroit, Jan. 14. The annual 
convention of the National Auto- 
mobile Dealers Assn., opening 
here today in the Statler Hotel, 
marks a year of stabilization for 
the trade, F. W. A. Vesper, presi- 
dent, told a press luncheon just 
before he called the first session 
of the convention to order at 1:30 
p.m. The public, as well as the 
industry, has benefited in the 
progress made, he said. 

“All citizens are affected in 
some way by an increase in activ- 
ity within the automotive indus- 
try,” he said. “This is realized if 
we consider that in 1933, when 
this industry began the recovery 


Milwaukee iow 
Is Stimulated 
By Ladies’ Day 


Wis., Jan. 14.—A 
in merchandising 
Milwaukee automo- 
bile show today, when two 
women were admitted to the 
event at the Auditorium on sin- 
gle tickets. The innovation proved 
a great stimulus to attendance, 
and another major drive in this 
direction will be made Wednes- 
day, which has been designated 
A 


Milwaukee, 
smart stroke 
featured the 


as “Wisconsin Day.” large 
out-of-town contingent is ex- 
pected. 

An optimistic prediction for 


show week was made today by 
F. J. Edwards, 
Milwaukee Automotive 
Inc., who in the course 
statement said: 

“In 1934, without a 


Trades, 
of a 


complete 


| accounting of December sales, the 


number of automobiles sold in 
this state reached 42,000, or 13,000 
more than in 1933. It is safe to 
say that in 1935 the sales of auto- 
mobiles in Wisconsin will reach 
55,000, and I wouldn’t be sur- 
prised if it reaches 60,000. With 
we are naturally 
this week’s an- 


enthusiastic over 


nual show.” 


Detroit Hotel Directory 


..RAndolph 5900 


BARLUM, Cadillac Square at Bates 


BOOK-CADILLAC, Michigan and 


Washington Blvd. 
DETROITER, Woodward and 


DETROIT-LELAND, Cass and Bagley 
FORT SHELBY, Lafayette at First 


FORT WAYNE, 408 Temple 


STATLER, Washington and Park 


TULLER, Park and Adams... 


WEBSTER HALL, 111 Putnam 
E. at Woodward 


WARDELL, 15 Kirby 
WOLVERINE, Witherell and 


ere ae ee oe a ty ar CAdillac 8000 


Adelaide RAndolph 5600 
RAndolph 2300 

CHerry 7100 
TEmple 1-8600 

CHerry 4960 
te Agha bees a ae CHerry 5200 
COlumbia 0100 


Elizabeth 





president of the} 


climb upward, 13.3 per cent of all 
wholesale and retail sales of all 
business, excluding manufactur- 
ers, in the United States was 
credited by the Bureau of the 
Census to the automotive group. 
Likewise, of every dollar paid in 
wages in business of all kinds, 
nearly 16 cents went to some em- 
ploye of the automotive group. 

“Anything that favorably affects 
the retailing business of the auto- 
motive industry, naturally is re- 
flected both in production and em- 
ployment. One of the outstanding 
things developed through dealer 
association activities under the 
first year of their code has been 
the standardization of used car 
values. In this the buying public 
has been benefited materially.” 

The NADA president also pointed 
out that the automotive activ- 
ity, which he said is already ap- 
parent, is a leading factor in na- 
tional recovery, “stimulating a 
production movement in raw ma- 
terials that reaches from cotton 
fields of the south to the hard 
wood forests of the northwest. It 
takes but little imagination to see 
that the welfare of the automobile 
dealers’ business, reflected directly 
in the production or manufacture 
of cars has a far flung effect on 
the welfare of our whole nation,” 
he said. 

Vesper said he wished to express 
appreciation to the people of De- 
troit for the manner in which the 
dealers have been made welcome 
to the city. 


Speaker 


Harry J. Klingler, president of 





<a 
— 


as 


Pontiac, addressed the Civic lunch- © 


eon at Cleveland Saturday noon. 
The luncheon is held each year 
before the Cleveland Show. 


t 
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Adoption of Safety Glass 
Brought Employment Rise 





New York, Jan. 13.-—-Following 
is text, in part, of an address by 
G. P. MacNichols jr., vice-presi- 
dent in charge of sales of Libbey- 
Owens-Ford, delivered Jan. 10, on 
the Forum of Liberty program 
over the Columbia Broadcasting 
System: 

In the past few years industry 
has been challenged to find ways 
to employ more men. This chal- 





G. P. MacNichols jr. 


lenge can be met by finding new 
uses for its present products, by 
developing new products through 
research, and by creating a de- 
sire for those products in the 
minds of the public. 

The glass industry has gone a 
long way toward this end. 
1925 the automobile industry had 
become 
polished plate glass, offering a 
market for many millions of 
square feet. Our industry might 
have been content to supply that 
market with a product which at 
that time was very acceptable, 
but if it had been content, the 
industry would have suffered far 
more than it has during the de- 
pression, and fewer men would 
have been employed. This was 
not the case. 

It was along about 1925 that a 
most interesting product was 
drawing considerable attention in 


the laboratories of leading glass | 
Safety glass was | 


manufacturers. 


making its first appearance. Dur- 


ing 1926 and 1927, time was de-| 


voted to research and experimen- 
tation. In 1928, safety glass was 
a commercially practical product. 
It made its initial bow to the 
public in automobile windshields 
and windows. Its cost, of course, 
was high. It was a glass sandwich 
in effect—two pieces of fine pol- 
ished plate glass cemented to a 
center sheet of transparent plastic 
material. This new product used 
twice as much glass as the former 
one. It thus created a greater 


volume, used more raw materials, 








Here from the “Sunny South” for NADA meetings. 
Richmond, Va., 


—Charles G. McKimmie, 


the major consumer of | 


Olds Show Sales 


By | 








Smiles From the Sunny South 


} new 


and gave employment to more 
men. From every angle, safety 
glass was an important step for- 
ward. 

Most automotive leaders were 
quick to realize the advantages 
of this new product. They were 
held back by the high cost of 
safety glass in its early stages. 
That obstacle had to be overcome. 
Today, the cost of safety glass to 
the car buyer is only one-tenth 
of what it was five years ago, and 
the product itself is greatly im- 
proved. 

Reliable estimates, compiled 
here at the automobile show and 
based on manufacturers’ specifi- 
cations for their 1935 models, 


| show that more than 70 per cent 
| of all new cars will be delivered 


with safety glass in the windows | 





as well as in the windshield. 

A new product, almost unknown 
six years ago, will soon entirely 
supplant the product first used | 
in its particular field. Everyone | 
in any way identified with this 
product benefits by its de-| 
velopment. The motorists, be- 
cause he drives in greater safety. | 
The automotive manufacturer, be- | 


cause he is enabled to make his} 
product safer, and thus more} 
salable. The glass manufacturer, | 


because of greatly increased con- 
sumption of his product. The 
glass worker, because more glass 
means more work and bigger pay- 
rolls. And, furthermore, to lam- 
inate the glass a complete new 
industry has been founded, which 
means still more employment. 


Up Five Times 
At Cincinnati 


Detroit, Jan. 13.—More than five 
times as many Oldsmobiles were 
sold at retail at the automobile 
show just closed in Cincinnati as 
during the 1934 show, according 
to word received by Charles 
Brady, Detroit zone manager for 
Olds. 

“The Detroit show is an assured | 
success. Thousands of persons 
already have viewed our exhibit 
at Convention Hall. Retail orders, 


with substantial cash deposits 
were taken soon after the doors 
were open. 


“Prospective car buyers have 
listened with interest while our 
chassis lecturers explained to} 
them the new features of Oldsmo- 
bile sixes and eights ... new fea- 
tures such as the “turret top” 
body and the self energizing 
super-hydraulic brakes’ which 
have been enlarged and improved 
on the new cars,” Brady said. 
“Because of the immense 
crowds in the Oldsmobile booth 
it has been necessary to assign | 
more men to the task of answer- | 
ing questions about the new cars.” | 





Automotive Daily News Photo | 


(Left to right) 
Cc. E. 





NADA director; 


Anderson, Birmingham, Ala., and Walter M. Evans, Richmond, Va. 


| chandising director of the factory 





Nine-year-old Dorothy Parent, of Trenton, Mich., thinks the black bottom is nothing compared to her 
new dance, the Turret Top. The dance floor is a 1935 Pontiac. 


Buffalo Show 
Is Opened to | 
Buying Crowds | 


(Continued from Page 1) 
however, a military order was re- | 
ceived and the crowds had to} 
leave. 

The incident drew an apology, 
which was gracefully accepted by 
the crowds and in which the trade 
body expressed regrets for the 
mix-up. 

Visitors resumed their inspec- 
tion of the new models of cars 
today, and officials of the dealers’ 
association declared themselves 
encouraged over the response of 
the public to the new offerings of 
the manufacturers. 

Attendance is reported to be 
well up to expectations, with the 
crowds in a serious buying mood. 

It is stated that motor enthusi- 
asts have taken to the 1935 mod- 
els and have been particularly 
impressed by the advancements 
made in styling and comfort over 
a year ago. 

One feature of showmanship at- 
tracting comment and interest is 
a machine giving visitors an op- 
portunity to prove their driving 
ability through registering their 
reactions to various traffic situa- 
tions encountered, and created for 
their edification. 


Dodge 34 Sales 
Total 225,000; 
°35 Orders Up 


New York, Jan. 13.—Newspaper 
men were guests of the Dodge 
Brothers Corp. at luncheon at the 
Hotel Barclay Thursday. Frank 
J. Timmens, New York regional 
manager for Dodge, presided. E. 
J. Poag, advertising and mer- 





in Detroit, reported the Dodge or- 


| ganization had sold 225,000 motor 


vehicle units last year and ex- 
pected an increase this year of 
from 25 to 45 per cent. 

A. vanDerZee, general sales 
manager of the company, said 
orders and shipments so far were 
50 per cent ahead of last year and 
that dealer deliveries were 100 
per cent higher. 


Registrations in N.C, 
Total 57,394 in 1934 

Raleigh, N. C., Jan. 13.—-Leland 
S. Harris, director of the North 
Carolina Motor Vehicle License 
Bureau, has released figures show- 
ing that a total of 57,394 new 
motor vehicles were registered in 
this state during the year 1934, 
as compared with a total registra- 
tion of 35,788 in 1933. 

Harris reported that new pas- 
senger car registrations during 
the year totaled 46,196, as com- 
pared with 29,191 in 1933. Sales 
of new trucks totaled 11,191, com- 
pared with 6,597 during the pre- 
vious year. 





Name E. M. Sternberg Head — 


Of Sterling Motor Truck 


Finance Group 
Organizes and 


Elects Heads 


Philadelphia, Pa., Jan. 13.—At a 
gathering and dinner held at the 
Sylvania Hotel, Jan. 8, executives 
of prominent financial institutions 
engaged in the business of financ- 
ing sales of automobiles and other 
commodities in this state organ- 
ized the Pennsylvania Assn. of 
Finance Companies. 

The object of the association is 
to co-operate with national bodies 
for the promotion of fair dealings 
within the trade, and equitable 
practices toward the purchasing 
public. The association has au- 
thorized its board of directors to 
foster, if necessary, appropriate 
state legislation. 

Officers were elected as follows: 
F. R. Wills, president, Motor 
Acceptance Co., Allentown, presi- 
dent; G. A. Pivirotto, president, 
Automobile Finance Co., Pitts- 
burgh, vice-president; L. M. 
Seiver, president, Automobile 
Banking Corp., Philadelphia, sec- 
retary-treasurer. 

Directors are: D. L. Davis, 
president, Lycoming Finance Co., 
Williamsport, and W. C. Atkinson, 
president, Commercial Banking 
Corp., Philadelphia. 


vy ¥ . r 
Take Strike V ote 
Akron, O., Jan. 13.—Strike threats 
have been made in and around 
Akron growing out of 
content with the present machinery 
for settlement of labor disagree- 
ments and delays caused by throw- 





ing disputed questions into the) 
courts. Organized workers of the| 
Firestone Tire & Rubber Co. met 


Sunday night to take what amounted 
to a strike vote. 


labor’s dis- | 


Milwaukee, Wis., Jan. 13.—E. M. 
Sternberg resumed the helm of 
Sterling Motor Truck Co. Jan. 11, 
when he was elected president by 
a new board. William G. Stern- 
berg and H. C. Keenan were 
named vice-presidents and Oscar 
E. Held, secretary-treasurer. 

Stockholders, at their first an- 
nual meeting since reorganization 
a little over a year ago, elected 
the following directors: E. M. 
Sternberg, Held, R. S. Potter, and 
Jacobus Kruyne, of Milwaukee, 
and C. P. Ross, Waukesha. The 
first two represent common stock- 
holders and the last three the 
preferred. 


Officers and directors replace 
temporary slates in charge since 
the reorganization. Sternberg, 
previously president, has been 
general manager, and associated 
with him have been the other 
officers elected. 


Reports presented at the meet- 
ing showed Sterling had a loss 
of $42,283, about $30,000 of which 
was accounted for by depreciation 
during the year ended Oct. 31, 
compared with net loss of ap- 
proximately $175,000 the preced- 
ing year. 

The balance sheet showed cur- 
rent assets of $945,000, against 
current liabilities of $393,000. The 
assets include cash of $75,300. 
Receivables, it was stated, are be- 
ing liquidated rapidly. The com- 
pany has no bank indebtedness 
and reserves, it was stated, are 
over $160,000. 

Sterling has been receiving a 
| steadily increasing volume of busi- 
ness recently; the plant payroll 
has been doubled and inquiries 
| indicate further substantial ex- 
| pansion of business, according to 
| Sternberg. 


East Meets West 





Far east meets far west. 


Automotive Daily News Photo 


(Left to right)—Charles H. Touhey, Albany, 


N. Y., president Empire State Automobile Dealers Assn.; Myron D. 
Kidder, Portland, Me., NADA director; H. O. Bell, Missoula, Mont., 
NADA director. 
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By the Publisher 





THE OLD From the four points 
DAYS ARE of the compass they 
BACK began to arrive to- 
day (Sunday) and 
anyone with half an eye could tell 
that they were the dealers who 
have withstood five years of de- 
pression and come up smiling to 
face a year that we all believe 
will be the best profit-maker since 
’29. The hotel lobbies began to 
take on the air of the old Pont- 
chartrain days when men came 
from the great open spaces to beg 
or beguile from harrassed sales 
managers more cars than they 
had been allotted. 


* * 


THAT THEY WERE here on 
business and intended to stay un- 
til it was finished was written on 
every face, but there was many a 
“Hello, Bill” and a “Howdy, how's 
tricks?” across the lobbies as the 
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One sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 


we 
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Commendable Conciliation 


ene at the Statler Hotel here yesterday afternoon 
the executive committee of the National Automobile 
Dealers Assn. struggled for hours over the knotty prob- 


lem of more equitable dealer-factory contracts. There can 
be little question that the dealers know what they want 


and that they will be insistent in getting their views 


brought before the manufacturers and acted upon. 


One feature of the entire proceedings which stands out 
above all others is the attitude of conciliation expressed 
by F. W. A. Vesper in his annual report to dealers this 
afternoon. While not backing down one iota on the pro- 
gram for improving the dealer’s position in relation to the 
factory, Mr. Vesper points out that the factories too, have 
problems and that the aims of the NADA in 1935 will 
not be to take a selfish stand in interest of dealers only, 
but to attempt to work the dealer program into the pro- 
gram of the manufacturer in such way that there will be 
a minimum of friction and the greatest benefit to all. 


This we think was the keynote of Mr. Vesper’s report. 
It is beyond question the cornerstone of 1935 success 
within our industry and we feel confident that the manu- 
facturers will meet their dealers openly on this broad 
program of co-operation and in the same spirit with which 
the dealers will come to the manufacturers. The NADA 
has made it clear, above all things, that these discussions 
between dealers and manufacturers will be private, round- 
table conferences among the accredited representatives of 
each group and that there will be no attempt to carry the 
disputes outside the family. 


Taken by and large we feel that the basis for negotia- 
tions as outlined by Mr. Vesper establishes a common 
ground upon which such meetings between dealers and 
factories can be held with a reasonable assurance of a 
successful termination. 

In his address Vesper called attention to the fact that 
reductions in discounts of parts, accessories, freight 
markup and other items during 1934 had to a great extent 
dissipated the gains made by dealers under their code. 
This, he pointed out, would come up during the equitable 
contract parleys with makers. After citing the difficul- 
ties such reductions have brought to dealers during the 
past year, he said, that any action by any factory during 
the coming year which would tend to further reduce the 
dealer’s net profit would be called to the attention of all 
dealers immediately by the NADA. 


Under the code the NADA has become a powerful factor 
in our trade. Its rapid growth and ascendency might 
have lead some organizations to attempt to dominate and 
demand with a resultant friction which would have got 
nobody anywhere. We congratulate the members of the 
NADA on their wise selection of leaders who can look at 
this problem and say, as Mr. Vesper says, “the other 
fellow has problems too.” We congratulate you too on 
having selected as your executive committee a group of 
men who have worked tirelessly since their arrival in De- 
troit to formulate a program for presentation to car 
makers which must win their respect on all points and 
their support on a great majority of them. It is com- 
mendable conciliation which insures success for the 


NADA and the industry in 1935 and a program which 
every dealer can and should support. 






first. 


* * * 


THE VISITORS AS A WHOLE 
less fatigued than 
them. 
one must have some 


looked much 


the hosts who 
After all, 
sympathy for the factory men in 


greeted 


the sales, service, and advertising 


departments, who have been 
working almost without relief 
since the first of December. No 
army in preparation for battle 
ever worked harder than have the 
makers and sellers of motor ve-+ 
hicles during the waning months 
of 1934. We along the side-lines 
may have had our own little 
problems to lick, but when we 
looked down into the struggle go- 
ing on in the center of the field 
we felt like pikers. Following the 
strenuous New York show week 
there were enough casualties on 
the sick list in Detroit to make 
up a fair sized directory and 
many of the factory men who are 
still on their feet would be in bed 
if they were to take their doc- 
tor’s advice. 
* * * 


AT THE STATIONS, in the ho- 
tels and at the show they found 
ADN camera men and reporters 
bent on getting the news and 
views which would be interesting 
to those less fortunate back home 
who would have to depend on this 
little “newspaper of the industry” 
for their picture of the big doings 
at Detroit. At the registration 
desk or in their rooms they found 
copies of the Saturday edition of 
ADN which welcomed them to 
our fair city and gave them a 
map of the places they might be 
going so that even the most stu- 
pid taxi-driver could not lose 
them. There were, too, a few in- 
vitations from supper clubs and 
sich-like to help while away the 
hours after a strenuous day of 
struggling with the code. 


* * x 


Today's issue will be distributed 
through the hotels, at the regis- 
tration desk and at the show in 
the same way so that if any mem- 
ber of the NADA or the SAE does 
not receive his copy of ADN each 
day during his visit here with our 
compliments we _ shall be dis- 
appointed. We want also to be 
helpful to our guests of the week 
and our offices in the New Center 
Building (TRinity 2-3500) will be 
open from 8:30 to 5:30 each day 
and any reader of this column has 
only to call us for any service 
possible. Our hotel headquarters 
in the Book-Cadillac will prob- 
ably be open most of the other 
hours so all-in-all we will try to 


render a 24-hour-service to make 
our friends satisfied with their 


visit here.—-G.M.S. 











Among the first arrivals were 
contingents from the far west—it 
is usually those who live farthest 
from the party who get there 
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We Hope You Can Buy 


Motor manufacturers are eagerly 
awaiting the Detroit Automobile 
Show, which opens Saturday, to see 
if the buying which marked the 
New York show will be continued 
here. The reports from New York 
say the purchasing and ordering 
were remarkable, indicating not only 
an unusual interest in the new 
models, but the fact that the re- 
placement of old cars can no longer 
be postponed by thousands who 
have merely been waiting for the 
1935 cars to be placed on the 
market. 

The retirement of ancient vehicles 
has been going steadily onward in 
recent months, to judge by the sales 
reports. 

Consider, for instance, reports of 
General Motors. Usually there is a 
severe slump in sales in the late 
summer, dropping to a minimum 
in December. In 1932, the Novem- 
ber sales were only 23 per cent of 
those in June; in 1933 they were 
35 per cent. In 1933 the December 
sales were only 12 per cent of those 
of the peak month; last year they 
were 37 per cent. 

If November and December have 
become good months for the pur- 
chase and sale of cars, it is indica- 
tive of public necessity; and unless 
estimates have been grossly miscal- 
culated, some millions of old cars 
will have to be scrapped in the near 
future, and will be replaced if the 
people have the wherewithal to buy. 

Nearly all the old reasons for 
waiting until summer to buy a new 
car have been eliminated. Improve- 
ments in combustion and in lubri- 
cation have made it quite as easy 
to break in a new car in freezing 
weather as in the warmth of spring 
and summer. A car bought in Jan- 
uary is considered, for  trade-in- 
values, just as good as one pur- 
chased six or eight months later, 
since depreciation is figured from 
the time a new model is placed on 
the market, rather than from the 
date on which it comes off the as- 
sembly line. The authority for that 
statement is Roy D. Chapin, who 
ought to know. 

The feature of the New York 
show, according to all reports, was 
not the spectator interest, which is 
always keen in the American motor- 
minded public, but the buying in- 
terest. Thousands came not only 
to see and compare, but to spend 


money. If that is true in the 
metropolis, it should be true in 
Detroit. The show which opened 





no doubt reinforce 
the optimism of manufacturers who 
were gratified to see their predictions 
fulfilled in the volume of trade, ac- 
tual and potential, revealed by the 


Saturday will 


York exhibition. 


—THE DETROIT NEWS. 


New 


If Dealers Prosper, 
Detroit Will Prosper 


Trains and motor cars are rolling 
in bringing thousands of doughty 
Detroit ambassadors — men upon 
whose success the prosperity of the 
nation depends. 

Here is a band of salesmen who 
are responsible for the disposal of 
about one-fourth of the steel and 
more than one-half of the iron con- 
sumed in this country. 

Three-fourths of the rubber, forty 
per cent of the plate glass and 
more than half of the upholstery 
leather consumed in America passes 
through their hands. 

Every State in the Union—prac- 
tically every country in the world 
furnishes items for them to sell. 
Lumbermen can thank them for 14 
per cent of their volume, aluminum 
manufacturers for nearly 25 per 
cent; copper producers, 15 per cent; 
tin, 11 per cent; lead, 35 per cent; 
zine, 7 per cent; nickel, 24 per cent; 
cotton, 7 per cent. 

They create a market for 57 per 
cent of the lubricating oil and 85 
per cent of all gasoline sold here. 

The automotive industry is the 
largest market for these commod- 
ities. Automobile Dealers are 
charged with the responsibility of 
disposing of these and thousands of 
other items, after their fabrication 
into shining new models. 

The importance of these Dealers 
to Detroit cannot be over-empha- 
sized. About 75 per cent of De- 
troit’s industrial payroll comes to 
us through their hands. 

This is the first time in history 
that Detroit has enjoyed the privil- 
ege of entertaining the National 
Automobile Dealers’ Association in 
convention. Coincidental with De- 
troit’s greatest Automobile Show, it 
has tremendous significance. Every 
Detroiter is indebted to the groups 
and individuals responsible for 
bringing this convention here, where 
it belongs annually. 

Now is the time for every citizen 
of Detroit to outdo himself in cour- 
tesy. Salute these delegates! 

Only so far as these Dealers pros- 
per can Detroit prosper. 

—THE DETROITER. 
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A Statement 


(SENERAL MOTORS 


GC ENERAL MOTORS is in the process of announcing its 
1935 motor cars. 


As you view the new models, you will see that progress 
by evolution has been continued. Nothing especially revolu- 
tionary or radical is being offered —simply more safety, more 
room, improved mechanisms, greater eye appeal — all with 
improved economy in operation and maintenance. 


These advances are the result of another year’s intensive 
work by the General Motors engineering staffs. To realize 
them in physical form has involved an expenditure of 
approximately $35,000,000 in new machinery, tools and 
plant— the price of progress well worth while. 


An important new safety feature is a solid steel top for 
closed car bodies — the “turret top.” This is a truly remark- 
able manufacturing achievement. 


It has been former practice to make automobile tops of a 
border of steel, with the center filled in, in various ways. 


The “turret top” is solid steel over the entire top area. 
The supporting members are integral with the top and with 
the main structure of the body itself. 


The result of this outstanding body advance is improved 
appearance, greater uniformity in manufacture, and greater 
safety. 


Low year General Motors pioneered in “knee-action” wheels, 
er as it was then expressed, “a break for the back-seat rider.” 


By moving the engine forward and effecting better distri- 
bution of weight, as illustrated in many 1934 cars, motor car 
rides have been improving also by evolution. 


Anything and everything that makes for a better ride, is 
desirable because of what it contributes toward a broader 
use of transportation by highway. 


But the ultimate in a better ride can only be obtained by 
insuring independent action of each wheel, to compensate for 
the different road reactions which each one continually re- 
ceives—or by “‘knee-action.” The ultimate always costs a little 
more, but it is well worth it. 


These contributions toward progress follow the introduction 
of Fisher no- draft ventilation in 1933, and many other inno- 
vations of previous years, such as synchro-mesh transmission. 


The value and influence of such developments are 
evidenced by the fact that they are fow found in many designs, 
both at home and abroad. 


General Motors strives to pioneer and does not hesitate 
to take the responsibility inherent in the pioneer spirit. 


And it believes that progress is accelerated by the inter- 
pretation of advanced ideas in as many different forms as are 
sound engineering-wise and commercially desirable. 


There is frequently more than one way to reach an objec- 
tive and the basis of engineering progress is thus broadened 
by stimulating the thinking of a greater number. A wider 
range of product choice is provided at the same time. 


From the standpoint of appearance, General Motors 1935 
designs will further reflect the trend toward streamlining. 


At the same time they will express that combination 
of good taste and utility which it is believed will meet the 
general current wish for streamlining refined to beauty. 


The popular belief is, that there is a distinct saving in 
the operating cost of a motor car embodying certain aero- 
dynamic features. 


The broadest possible gain that can be expected is a 
somewhat higher top speed, or perhaps at top speed an 
inconsequential saving in fuel, all other circumstances being 
the same. 


Except for a negligible part of motor car travel the con- 
tribution of streamlining is definitely limited to the question 


of styling. 


As 1934 passes, 1 would be ungrateful if I did not record 
for the General Motors organization our appreciation for the 
support received. It has enabled us to produce nearly 
1,250,000 motor vehicles in the past year. 


We are grateful for your confidence and thankful for the 
opportuaity you have given us to have contributed something 
toward recovery in thus providing an important aggregate of 
employment. 

We hope to make a still more important contribution 
during 1935. We pledge every effort toward that objective. 


/? 


PRESIDENT 








NADA Seeks 


Better Dealer Franchises 


(Continued from Page 1) 


sliding scale basis and an effort 
will have this section revised to 
allow a flat discount of 20 per 
cent on all cars taken in trade. 

Vesper’s report is in part as 
follows: 

“There are three agencies which 
must be considered, if a substan- 
tial improvement in dealer opera- 
tions is to be accomplished. 

“Each plays its own distinct 
part. It is useless to rely on one 
for relief which properly belongs 
to the others. All three are im- 
portant and must be utilized if 
our great objective—DEALER 
PROFITS—commensurate with 
risk and effort is to be achieved. 
They are as follows: 

1—Factory-Dealer relations. 

2—National Recovery Adminis- 
tration relations. 

3—Dealer relations with each 
other and with NADA. 

“All problems cannot be cor- 
rected through code changes 
alone. The bulk of the dealers’ 
objectives for correction are set 
forth in our Code. Enforcement 
of that Code is a vital question 
and is necessary to the correction 
of that particular set of problems 
expressed by the Code itself. 
There are others, however, for 
which the Code has not provided 
and which must be handled out- 
side the Code if we are to suc- 
ceed. 

“Concerning those problems 
treated in the Code, it is of no 
moment whether enforcement is 
accomplished through the Federal 
government, through industrial 
self-regulation, or through factory 
co-operation so long as_ those 
principles are made effective. All 
that any dealer asks is that the 
principles laid down and shown 
by experience as necessary to suc- 
cessful business operations are 
lived up to by all dealers. Now, 
what the dealer expects to receive 
from the code is a fair, clean sys- 
tem which will guarantee, within 
a reasonable degree, that those 
certain proven business principles | 
made a part of this Code are ob- 
served by all other dealers. 


Code Not a Cure-All 
“Certain imperfections exist 


to Attain 


commersurate with his risk and 
effort.” This can only be made 
possible if all dealers adopt cer- 
tain basic and fundamental busi- 
ness principles, and that factories 
recognize this necessity. 

“Factory - Dealer relationships 
play an important and vital part 
in dealer profits. Any system, re- 
gardless of what form it takes, 
will fail unless there is a clear, 
harmonious understanding among 
ali factories and all of their deal- 








within the Code which one year 
of experience has demonstrated. 
These should and will be cor-| 
rected. 

“Dealers do not expect the Code 
to be a cure-all which will auto- 
matically guarantee profits. They 
expect only the right, with proper 
backing, to work for a profit rea- | 
sonably commensurate with their 
risks and effort, and to be un- 
hampered by the ruthless meth- 
ods of the ‘chiseler.’ 

“The National Automobile Deal- | 
ers’ Assn. and all affiliated asso- 
ciations, therefore, adopt as their 
objective that sane, reasonable re- 
quest—“A profit for the dealer 


Meet the Arrangers 





with the “man behind the guns” 


| point where in some lines reduc- 


; out the 
pected Code benefits. 


in the NADA program arrangement. 
H. H. Shuart (left) and George W. Derr. 


ers of the objective. 

“The dealer is not thinking in 
terms of pure profit alone. He 
sincerely wishes to perform a 
service definitely effecting a great 
national social betterment. With- 
out reasonable profit, he can see 
no way to give this great service 
nor to pay his employes properly 
as such service contemplates. 

Some Factories Cut Code 
Savings 

“It became a matter of serious | 
concern, however, when certain 
expected benefits of the Code were | 
partially rendered ineffective by | 
some factories long before their | 
results could be demonstrated. | 
This was evidenced when some | 
customary and needed margins 
on accessories and equipment | 
were reduced while advertising | 
charges were increased and junk | 
plans discontinued. Delivery 
charges and servicing were also 
drastically cut in some instances. 
Apparently this was done on the 
theory that savings in used car 
operation under the Code would 
make up such reductions and 
dealers’ profit possibilities would 
remain the same as before the 
Code, ignoring the fact that those 
were inadequate. 

“While it is true that in a few} 
cases these delivery charges may 
have been excessive, it is equally 
true that a dealer is entitled to a 


fair mark-up on freight and a re- | 


turn on other investments. Other- 
wise, his discount or gross profit | 
is reduced to a point where net 
profit possibility becomes so small 
as to seriously jeopardize his op- | 
eration. 





“Operation. under the Code in- 
creased the dealer’s expense to a| 


tions in gross margin defeated | 
the broad intent of the Code and | 
made the shortened hours and 
wage increases a real hardship, 
actually leaving the dealers with- | 
added needed and ex- 


Discontinued Models 

“Another flagrant example 
the problem of discontinued mod- 
els. Last year this took away 
from the dealer much of his op- | 
portunity to finish the year satis- | 
factorily. Having expressed in 
his Code certain principles which 
he hoped reasonably to bring into 
pla Ly, the dealer now feels that if | 


is 


| 


Automotive Daily News Photo 


The fellow who is staging the Detroit Automobile Show talks it over 





| ductions, 
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They Think of Everything 





Oldsmobile decided to do something about hoods that interfere with the headlamps when raised. Here a 
_Salesman is demonstrating the new design to interested ed onlookers. 


pathetic understanding of the | 
| problem, that factory would od 
have made a loophole of this Code | 
provision concerning ‘discontin- 
ued or about to be discontinued 
models.’ 


“This certainly is 
problem which must be dealt with 
as such and a solution arrived at 
that is fair to all concerned. 


“Only the factory knows how 
soon it will introduce its new 
models, how many of the old 
models still remain in the hands 
of the factory, or unsold in the 
hands of its dealers. It, there- 


fore, knows what the rate of sale 


as against this total inventory of 
new cars will develop toward dis- 
posing of the old model prior to 
the introduction of the new. 
Therefore, with this vital informa- 
tion at hand, new models should 
be introduced only as business re- 
quires actual improvement in the 
product and when the dealer is 
not overburdened with current 
cars that must be sold at a loss. 


Dealer Carries Loss Load 
“Introducing new models, which 


; are not actually new models. ex- 
| erts 


no stimulus for obtaining 
more new business and barely 
escapes coming under the head 
of pure chiseling on the part of 
the factory, particularly when the | 
dealer carries the loss load. The 
factory cannot longer expect that | 


| a car which requires a lower sell- | 


| ing price to move it shall get| 
|; such lower price by the dealer 
absorbing the _ loss. Factories, | 
therefore, must face the issue 


squarely and if loss is to be taken 
for clean-up purposes, it is only} 
fair that they should at least| 
equalize that loss with their deal- | 
ers. 


“Historically, this business has | 


introduced new models annually | - 
| and 


should continue to do so. | 
Though at times the actual physi- | 
cal changes in appearance, engi- | 
neering or performance were| 
slight, such changes have in most 


| part acted as a stimulus to busi- 
| ness, 


The dealer has always had, 
and still expects, to dispose of 
some obsolete stock each year, 
and has willingly aided the fac- 
tory in its clean-up period. How- 
ever, he should not be expected 
to bear the entire loss himself. 
It is recognized that production 
of one model cannot be stopped 
on the same day with the intro- 
duction of the new, nor can pro- 
duction of the new model be 
brought over night to a _ point 
where the dealer has entirely dis- 
posed of the old and is com- 
pletely stocked with the new 
model without loss of time and 
money. 

“However, when the _ factory 
takes advantage of a loophole in 
the Code and establishes a fre- 
quent clean-up of some model 
rather than an orderly liquida- 
tion of old models. and expects 
the dealer to pay the entire bill 
by absorbing all such price re- 
it is not consistent with | 
9) 


(Continued on Page 


| his factory had exercised a sym- | 


a mutual | 


| garian singing societies. 


| exhibit 


Cleveland Show 


Draws Crowds 


With Features 


(Continued from Page 1) 


according to reports from official 
headquarters. 

Crowds have swarmed to the 
show, lured not only by the 1935 
motor car creations but also by 
the appeal of “side shows,” prin- 
cipally the appearance of Lanny 
Ross, stage and radio star, an 
audition contest for “blues” and 
rhythm singers, trios and Hun- 
Aiso on 
the melody program held in con- 
junction with the show is Phil 


Harris, well known orchestra 
conductor. 
Then, too, taking a cue from 


its success in former years, an 
elaborate style show is being put 
on four times daily. 

A desire to replace old 
with new, expressed more forci- 
bly than at any time in four years, 
was reported by show officials, 
dealers and their saiecsmen as the 
went into its third day 
this morning after enjoying 
big play on both Saturday and 
Sunday. 


Garage Strikers Ask 
Picket Protection 
Minneapolis, Minn., Jan. 13.— 
Employers in the Minneapolis 
garage industry whose eisployes 
voted against having the union 
represent them in collective bar- 
gaining at the recent employe 


elections, took steps today to de- | 


mand protection from strike pick- 
eting. 
In a letter to the regional labor 


cars | 


Ag ged Ter Derby 
| Precedes Start 
Of Philly Show 


(Continued from Page 1) 
show opening. Known as the 
| “Antique Automobile Derby,” the 
event was limited to “horseless 
carriages” 20 years of age or 
older, including gasoline and 
steam cars divided into three 
classes, with prizes for the win- 
ners of trophies, cash and acces- 
sories. Relics from Pennsylvania, 
New Jersey, Maryland an Dela- 
ware competed. 

The 1934 “derby” was won by 
a 1909 Jackson, which traveled 
240 miles from Cape Charles to 
the show building here. In that 
race the most antique car entered 
was a high-wheeled buggy type 
35 years of age. 

The show committee headed by 
Guy A. Willey, president of the 
trade association, expressed con- 
fidence over the outlook on at- 
tendance, interest and sales. 


a} 


board Paul Wishart and Allen 
3aker, as a committee for 55 such 
employers, representing some of 
the largest garages and palnts in 
the city, demanded that “if the 
board has any power to act,” it 
should immediately proceed to 
uphold legal rights and compel 
cessation of the strike, at least 
against the firms which legally 
should not be involved in it, and 
protect those employes and em- 
ployers who have been and still 
are carrying out the spirit and in- 
tent of Section 7A of the NIRA 
in collective bargaining. 


Pennsylvania Meets Virginia 





Klugh, Harrisburg, 


News Photo 


Automotive Daily 
Left to right (Standing)—George A. Hoeveler, Pittsburgh; George H. 
| Roth, Philadelphia, president Pennsylvania Automobile Assn.; Claude 


manager Pennsylvania Automobile Assn.; Carl 


Cheeseman, Butler, Pa.; E. F. Taylor, Richmond, Va., managing 


director, Virginia Automobile Trade Assn. 


(Seated)—Paul Freed, 


Waynesboro, Va.; E. R. Lineweaver, Harrisonburg, Va., district 


vice-preside 


nts, VATA. 
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THE CHICAGO DAILY NEWS WITH 








OVER 400,000 CIRCULATION 

IS GEARED INTO MORE ABLE- 
TO-BUY FAMILIES IN CHICAGO 
AND ITS SUBURBS THAN ANY 
OTHER CHICAGO DAILY NEWSPAPER 
“REGARDLESS -- TOTAL CIRCULATION 




















-more sales per dollar 

~a steadier flow of sales power 

-faster merchandise turnover 
| -geared direct to the home, therefore less lost motion 
| in transmission of your sales message 
| —-by every test proved to be the most efficient, 
economical and resultful circulation in the Chicago 
daily newspaper field . . . because it is better en- 
gineered and better built. 


Here’s what the automobile industry, as a whole, 

thinks about the comparative selling ability of 
Chicago’s daily newspapers. During the year ending 
*Authority: Media Records, Inc. 


GEORGE A. McDEVITT CO., National 


December 31, 1934, THE CHICAGO DAILY NEWS 
was FIRST in Total Automotive Advertising and 
FIRST in New Passenger Car Advertising . . . among 
all Chicago daily newspapers.* And the position of 
“first” in New Passenger Car Advertising among all 
Chicago daily newspapers has been held by The Daily 


News each year since 1924. 


Presently the over 400,000 more-able-to-buy families 
in Chicago and suburbs are going to start seriously 
thinking new automobiles; and, running true to form, 


they are going to look to their favorite newspaper 


Advertising Representatives, 


for information . . . just as they have done in the 
past. And it will just be sound judgment and good 
business to see that your new story is told fully and 


your whole line interestingly displayed in the 


JAN. 26 AUTOMOBILE 
UI essa tl: 


Te UT VN Lay 





New York — Chicago — Philadelphia — Detroit — San Francisco 
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SAE Meeting and Show 
Opens at Book-Cadillac 


(Continued from Page 1) 


touches on the display. A novel} 
set of decorations designed 
William Ogg FitzGerald make a 
striking background for the dis- Army Air Corps—J. F. Camp- 
play. Comic sketches depicting bell, United States Air Corps. 
the advances of engineering since| Altitude Laboratory at the Fiat 
1904 down to the present will be| Plant. 
used in connection with a puppet | 
show which will be a feature of | Crystal Room 
the meeting. In connection with | 8:00 P.M.—Passenger Car Bodies 
this show the former presidents of J. Votypka, Chairman 
the society and other prominent} One Unit All-Steel Automobile 
> Construction and Design as Ap- 
Past Master | plied to Rear-Engined Cars— 
| John Tjaarda, Briggs Mfg. Co. 
followed by 
Business Session 
President D. G. Ross in the chair 
Nomination and Election of Mem- 


nating Committee. 
Announcement of 
Officers for 1935. 
Discussion of proposed Constitu- 
tional Amendments. 


Election of 








D. G. Roos, Studebaker 
engineer, retiring president of 
the SAE Completes the } 


1935 program. 
| 
engineering and automotive men | 


chief 





will be heard in a series of| 
recorded talks which will outline | 
the engineering changes from} 
year to year. | 

Registration began early yester- 
day and indications are that be- 


fore the meeting gets into its, . 
full stride a record attendance 
will be on hand. Registration 


ballroom 
entrance to the ex- 


desk is situated on the 
floor at the 
hibit. 

In addition to the show there 
will be regular meetings of the 
society beginning at 10 a.m. each 
day. Today's session will open 
in the Crystal room and will 
bring out some interesting papers 
on transportation and mainten- 
ance. L. V. Newton will preside. 
P. R. Croll, Pittsburgh Plate Glass 
Co. and L. E. Dubey, Ditzler Color 
Co. will present a paper on 
Painting Motor Vehicles. T. L. 
Preble, of the Tidewater Oil Co. 
will discuss the subject of How 
to Buy a Truck. 

A transportation and mainten- 
ance luncheon is scheduled to be 
held in the reception room at 
12:30. The chairman of the lunch- 
eon session will be J. M. Orr with | 
F. L. Faulkner of Armour & Co., 
discussing Motor Vehicle Design 
from the Operation and Mainten- 
ance Standpoint. 

A truck, bus and rail car meet- 
ing will be held in the afternoon. 
A. K. Brumbaugh will be chair- 
man at this meeting and Curt 
Saurer of the Firestone Tire & 
Rubber Co., discussing the En- 
gineering Uses of Rubber. In 
the evening there will be a stu- 
dent session in the ballroom 
under the chairmanship of O. E. 
Kurt. A demonstrative lecture on 
acoustics will be given by H. R. 
Berlin of Johns-Manville Corp. 

Tuesday’s program is as follows: 

Crystal Room 
10:00 A.M.—Aircraft-Engine 
Robert Insley, Chairman 
Aircraft and Aircraft-Engine Per- 
formance as Affected by Engine 
Oil—S. D. Heron, Ethy! Gasoline 


Corp. 
Cold Weather Operation of Air- 
craft Engines—Alan Ferrier, 


Canadian Air Service. | 
Report of C.F.R. Aviation Gaso- | 
line Detonation Subcommittee 
Arthur Nutt, Wright Aeronau- | 
tical Corp. 


Crystal Room 
2:00 P.M.—Aircraft-Engine 
Opie Chenoweth, Chairman 
An Investigation of Mica Spark | 
Plugs—M. F. Peters, Bureau of | 
Standards; John F. Boston, 
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Naval Aircraft Factory; and H. | 
K. King, Bureau of Standards. | 
by | Fuel Injection as Applied to Air- | 
craft Engines by United States | 


bers-at-Large of Annual Nomi- | 


NEW DEPARTURE 
DOUBLE SEAL BEARING 
FOR REAR WHEELS 











Truck Market | West Virginia, We’re Here 


To Meet Demand 
Here and Abroad, 


| 

— | 

By B. A. GRAMM | 
| 

| 







































President, Gramm Motor Truck 
| Corp. 
Lima, O., Jan. 14.—I’m an op- 
timist, not only for 1935, but now 
jon for all of the motor industry, 
especially 
trucks. We have 
a brighter out- 
look than at 
any time in the 
past six years. 
Motor trucks in 
operation reflect | 
the business of | part of the West Virginia delegation. 

the country. 
There has de- 
; veloped a neces- 
oun sity for durable | Pace 
| B.A.Gramm goods which! have worked out their problems | tation has been demonstrated so 
will increase and economic needs and are back | often in factory to market doors 
| transportation needs. In addition|in the selling field with their | that the demand for trucks of all 
| to that, some 200,000 executives | products. sizes will continue to show a 
|in charge of small businesses The economy of truck transpor- | healthy increase. 


‘fo | 


Now — 


6 New Cars 
Have It! 





Automotive Daily News Photo 

(Left to right)—George C. 

| Johnsen, Clarksburg; C. C. Clayton, Wheeling; J. F. Willis, Bluefield; 
C. J. Powell, Romney; B. A. Poland, Martinsburg. 














Last YEAR one automobile had the distinction 
of using the first completely enclosed rear wheel 
ball bearing — lubricated for life — pioneered by : 
New Departure. 

It proved to be such an outstanding success that 
6 of the new cars just announced will have this 
revolutionary improvement. 

Not a grease cup or a pressure fitting. No leaking 
Service 


oil to make brakes slip. No dirt can enter. 


needs are zero. 


NEW DEPARTURE 
BALL BEARINGS 


















With Federal Officials 
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NADA Studies Plan to Aid Dealers’ F vanedinel 
To Discuss Code Problems 





(Continued from Page 
and it defeats the broad purposesof selling, 


of the Code. | 


“All factory-dealer relationships | 
cannot be placed in the same 
category. All dealers’ relations | 
with all factories through NADA 
must consider the exception of 
certain factories which do not 
enter into certain problems at 
hand. In the discontinued model 
problem just passed through, cer- 
tain factories apparently handled 
this in a manner quite satisfac- | 
tory to their dealers. Other fac- 
tories handled it in a manner en- 
tirely unsatisfactory to their deal- 
ers and disrupting the entire 
trade. . 

“The provisions in the Code con- 
cerning discontinued models will 
immediately be discussed with the 
Administration and an attempt 
made to write a provision in place | 
of the current one, which will | 
more nearly express the problem | 
and serve as a correction. 


The Duty of NADA 


A national association should 
concern itself with general ques- 
tions that affect its membership. 
Relationships affecting any fac- 
tory and its own dealers should 
primarily be established between 
themselves. When satisfactory 
agreements for any reason cannot 
be reached and a clear issue of 
vital importance exists, it is con- 
ceivable that the national associ- 
ation should enter the picture in 
order to be helpful to those par- 
ticular dealers concerned. 

If it should develop for some 
reason beyond control of the 
dealer that reasonable profit pos- 
sibilities no longer prevail in such 
line, it then becomes the duty of 
your national association in fair- 
ness to such members to advise 
them of the facts as well as all 
other members who might be in- 
terested. 





New Car Sales Increased 

NADA recognizes that even if 
all provisions of the code are re- 
drafted and yet a mutual under- 
standing is not reached by both 
factory and dealer, the code will 
still fall short of its objective. 
NADA also recognizes the fact 
that the dealers’ contract gross 
discount cannot be written into 
the code. Even though all other 
problems surrounding the ques- 
tion of the dealer profits were 
covered, still the amount of 
dealer gross margin remains in 
the hands of the factory to con- 
trol. Therefore, nothing but com- 
plete co-operative understanding 
of the problem in its entirety and 
a reasonable attitude on the part 
of the factory can bring about the 
entire necessary corrections. 


We must be broad in viewing |} 
the experiences of the past year, | 
since it is a well established fact 
that certain factory officials and 
even some dealers believed the 
new system of business under the 
code would reduce new car sales. | 
This was based on the theory 
that chiseling, price cutting, and | 
wild trading was necessary to ob- 
tain a greater amount of new car | 
business and that any change in 
method would result in curtail- 
ment all along the line. Such, | 
however, has not been the case; 
rather the contrary has been the 
result. 


Science of Selling 

Now, after a year, the dealers , 
of this nation have, in the main, 
proven that with reasonable profit 
possibilities returned, and with 
some interference stopped, they 
can do a far better new car sell- 
ing job. In all our relations, 
therefore, with any factory we| 
must realize that an appreciation | 
of the effects on that factory’s | 
business of a return to the science 


| in the sales system of the 


6) 


had to be determined 

in this proving period. In some 
cases, it required an adjustment 
factory 
and dealer alike to cope with the 
new order of competition. 

It now, however, becomes NA- 
DA’s job to demonstrate, to the 
few who still doubt, that an ener- 
getic selling program, focused on 
the new car, protected by a sys- 
tem allowing interest to be kept 
concentrated there, will bring 


greater sales results to any dealer 




























ee his factory when they adjust | bility of getting enough business 


pveme gery to make this possible. | 


Dealerships 


Territories and Multiple | 


| “It has never been my idea that | 
factory dealer relationships should | 


|; be other than mutual and that 
which benefits one should like- 
wise benefit the other. On this 


basis such matters as closed ter- 
ritories and multiple dealers 
should be considered. It is con- 
ceded that a factory, in giving 4a 
dealer a franchise in a 
point, 
quate representation and a proper 


proportion of the business poten- | 
| opportunities further lessened by | 


But when 
predicated 


tial in such territory. 
such potential is so 





ais 






CE 1902 


Uy: 
ahibL La 


| a given community, 
given | 
has a right to expect ade- | 
| reasonable requirements he should | 
be replaced rather than have his | 


the at it lowers the dealer’s possi- | 


| to enable him to make a profit on 


| 


® s | 
his endeavors—through excessive | 


over-lapping competition from his 
own merchandise—then that sys- 
tem is one-sided and ceases to be 
mutual. 


Give the Dealer Fair Chance 
“A dealer should have full op- 


portunity to demonstrate his abil- 
ity and to represent his factory 


properly with profit to himself, in | 


competition from his own 
If he fails to meet 


fair 
merchandise. 


without un- | 


| 


the establishment of more compe- | 


tition from the same line. 


|; ers 


“In my opinion, too many deal- 
creates a_ situation more 
harmful to a factory than if there 
were not enough, for this reduces 
the line to a herse-trading propo- 
sition, encourages bad trade prac- 
tices, destroys sales incentive and 
reduces, if not eliminates, vitally 
needed dealer loyalty. 

“Tt is not the quantity of deal- 
ers but the quality that should be 
a factory’s objective. This would 
eliminate the David Harum idea 
from our business. It would at- 
tract capital; increase new car 
volume through restoring oppor- 


tunity for ability and salesman- 
ship to take its rightful place. 
Thus it would provide for the 


real salesman, proper compensa- 
(Continued on Page 11) 


No co 


BRILLIANCE 


IS PRODUCED BY LACQUER 


HE brilliance of flashing lacquer on the new cars adds 
eye appeal to superior mechanical excellence. Original 
fine appearance and assurance of continued finish protection 
for the life of the car is equally important to dealer and 


buyer. 


Without the beauty of finish, underlying en- 


gineering development would have less interest for the 


prospective customer. 


For a third of a century, Ditzler colors have been standard 
in the automotive field. Today a large percentage of all new 
cars are finished with Ditzler Products. 


Tested on the road in year after year service, as well as 


8000 W. Chicago Blvd. 


the research laboratory, the unvarying and substantial 
qualities of Ditzler Lacquers make unfailing friends. 


DITZLER COLOR COMPANY 


Detroit, Michigan 


A HIGH QUALITY LINE OF 
Ae ee 


neem ee eee ee 


SYNTHETIC 
SUS ea 


AUTOMOTIVE 


22 wee 


Wawaas: 














Sparks 


(Continued from Page 1) 





and a man who has been identi- 
fied with the industry since Fido 
was a pup. Harry has taken over 
control of Consolidated Motors 
which is introducing the Garford 
truck which is the first to adopt 
the double wishbone type of inde- 


pendent springing developed by | 


the Leaf Spring Institute, which 
gives independent springing on all 
four wheels. 

* © * 

IN ANOTHER PART of ADN 
today, this writer by-lines a story 
of Bill Holler and how the sales 
manager of Chevrolet trained not 
only his wholesaling organization 
for the national show circuit but 
also taught some 24,000 salesmen 
on how to sell cars at these exhi- 
bitions. That’s a good story, but 
even more interesting is the state- 
ment that in 1934 Chevrolet deal- 
ers showed a net profit of close to 
$30,000,000 on their operations. 

Holler can point with pride to 
his 1934 sales — 705,960 cars and 
trucks marketed through domestic 
channels, which exceeds the count 
of 1933, which was 582,444. 

* * * 


TAKING ADVANTAGE of De- 
troit’s auto week, the Adcraft 
Club had for its speaker at its 
weekly luncheon Fay L. Faurote 
of the SAE. Fay started his auto- 
mobile career in 1903, so with 
him it is a case of “local boy 
makes good,” for since coming 
out of the University of Michigan 
to go with Olds, Fay always has 
been in the automobile limelight. 
That part of his talk, telling how 
he got his job with Olds was most 
interesting to this writer, so he’s 
passing it along to his public, as 
follows: 

“On a rainy afternoon in July, 
1902, while I was seated in my 
room in Ann Arbor, studying elec- 
trical measurements there came a 
knock at the door. There stood 
Angus Smith, then treasurer of 
the Olds Motor Works. He said 
that he was looking for an ex- 
perimental engineer to come to 
Detroit and take up work for the 
Oldsmobile. Although I was 
studying automobile engineering, 
I was a junior at the time and 
did not wish to leave college until 
I was graduated. So because I 
knew another man who was also 
interested in automobiles, I sug- 
gested that we drive down to his 
house and see if he were inter- 











Chris 
y Sinsabaugh 


tested. Accordingly, I donned a 
raincoat and we went downstairs 
and climbed into one of the early 
Oldsmobile runabouts—the curved 
dash type which some of you 
| pioneers will remember 

“IT HAD NO WHIP SOCKET 
but otherwise it bore a startling 
| resemblance to a cutter on wheels. 
|It was fitted with an ordinary 
buggy top and to keep the rain 
off our knees, a rubber lap robe 
was fastened on either side of the 


}top and fitted around the dash- 
board. Instead of a wheel it had 





a tiller steering gear mounted on 


‘the right-hand side. It was 


started by means of a small crank 
within easy reach of the driver's 
right hand. The small control 
lever also was on this side of the 
seat. I remember these details 
vividly, as it was my first ride in 
an automobile. 

“We burned up the pavement at 
ten miles an hour and finally came 
to the home of my friend. After 
some urging on the part of Smith, 
he agreed to forego the few 
months of college still needed to 
give him a degree and came to 
Detroit as experimental engineer 
of the Olds Motor Works. Little 
did I realize that this man was to 
be one of the dominant factors in 
both the automobile and the aero- | 
plane fields and to become a fa- | 
mous figure in the World War; 
this man was Howard E. Coffin. 

“Shortly after I met another 
classmate who was destined to be- | 
come another of the great 
pioneers of this industry and who | 
today also occupies an outstand- 
ing position in this country. This 
was Roy D. Chapin.” 

* * . | 

SHOW WEEK HAS developed 
the fact that Jack Feehan, former 
assistant advertising manager of 
the White Co. of Cleveland, has 
transferred his lares and penates 
to Pontiac, affiliating with the | 
General Motors Truck Co. 


To High Court 

Tallahassee, Fla., Jan. 11.—The | 
State Supreme Court recently heard | 
arguments questioning the constitu- | 
tionality of a law allowing Florida | 
motorists to bring suit against out- 
of-state automobile operators for 
damages resulting from accidents 
on the state’s highway. The case | 
was taken under consideration by the 
high tribunal. | 





od 


| 





% @ COonoreER 


Traffic Cop: “Whoa! Sandy, where’s the fire?” 


Scotchman: 


“Hoot, mon! 


I’ve just seen the | 


bonny new, low pr-r-r-riced Hupmobile. 


I’m going to need their dealer’s profit this 


year.” 


Visit Hupp Headquarters . .. Rooms 1404-06, 


Statler Hotel. 
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Ford to Add 1200 Men 


To Twin Cities Branch 
Minneapolis, Jan. 13.— 
Employment will be given to 1,200 
to 1,400 men with the re-opening 
of the Twin Cities plant of the 
F. S. Reinhardt, 
declared 


Ford Motor Co. 

manager of the plant, 

today. 
Reinhardt 


Expert Trade Importance 


ingly important factor in the au-! prosperity is returning to 
tomobile business in 1935, accord-| foreign lands, 


been ordered to put the plant in| gent and general manager of the| the post-war depression.” 


readiness for 
duction 
come 
days. 


Fr’. 


make 
stallation 


the 


extensive pro-| Buick Motor Co., who announced | 
which will be-| today that present estimates of | of international commerce and all 
30 to 60/ Buick export shipments for this| pusinesses in 


superin- 
tendent, left immediately for Chi- |} he said, were nearly four and one- 
cago on receipt of the order, to} half times those of the previous 
arrangements for the in-| year and represented the greatest 
equipment in|volume since 1930. The company’s | 
explained | foreign shipments were 8,745 as | financial 


America 


year call for an increase over 1934. 
Export shipments during 1934, | 


benefit.” 


opments in the steel busine 


that during the period the plant | against 2,052 in 1933, a gain of| of proxies being received i 


has been closed new 
models 
plant operations had 
proved so that it would be neces-|an exchange rate that compels | 
sary to install new equipment in| foreign purchases here despite 
order to maintain the contem- | tariff barriers,” Curtice said. “The | chairman of the board of the Re- 


plated schedule. 


, 


f 


automobile | 326 per cent. 
designed and “The gain 





dealers who have, as’ : 
a background to their 


reflects 


corporation of the Truscon 





| latter is not so significant from} public Co., said today. 


- 


looks like a great. 


~ year for those wise 


m 2 


sales efforts, the stout 
quality and depend- 


able low-cost per- 


* 


“WISCONSIN and 
TIMKEN AXLES 


indicating 
he had! ing to Harlow H. Curtice, presi-| other countries are pulling out of 


many 
that 


“This promises further revival 


should 


Steel Consolidation 
Youngstown, O., Jan. 11.—Devel 


ss and 


markets and the number 


ndicate 


| the probability of an early consoli- 
improved | dation of the Republic Steel Corp. 


been im-| conditions in foreign markets and | 2nd the Corrigan, McKinney Steel 
| Co., and acquisition by the merged 


Stee) 


Co., T. M. Girdler, president and 





Grows, Says Buick Head 


Flint, Mich., Jan. 14.—Foreign the standpoint of lasting recovery 
trade should become an increas-| as is the fact that a measure of 


wees 


formance built into: @ 





11 


purchasing, and that a market 
report should be developed indi- 
cating the current selling prices 
of used cars. 

“The requirements in the form- 
ula were aimed at building a re- 
port finally concerning the cur- 

(Continued on Page 12) 
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Dealer Association Urges ee eae ee | Se eb as ee 
Better Breaks for Dealers 


drafting this formula was not as 

Development of Report complete as it is.today, but, after 

“The formula for the develop- | all, the principle is well expressed. 

ment of this report was drawn,as| “Both Government and dealer 

we all know, with the approval of agreed that the public itself 

(Continued from Page 9) Government officials and the Con- would establish prices through its 











tion which all agree is now woe- 
fully inadequate. 


Dealer Contract 


“NADA has again set about the 
development of a more equitable 
dealer franchise agreement, with 
the belief that in same can be 
expressed other plans for the 


mutual benefit of dealers and fac- | 


tories alike. It will be presented 
to the trade as a whole and every 
effort will be made to make it 
just and equitable, due to our 
conviction that an agreement can 
be reached where the present in- 
equities can be eliminated, and 
where the needs of both factory 
and dealer can be properly recog- 
nized. 


NADA’s Procedure 


“All procedure on the part of | 


NADA will be clean, reasonable 
and direct. 
gram, we must keep force out of 
mind. Dealers must be reasonable 
and fair for even a model con- 
tract does not spell Utopia. A 
mutuality of purpose between 
dealer and factory is the final 
answer. The contract can only 
express unanimity of opinion. 
“Manufacturers have problems 
as well as dealers, and proper 


consideration s i , 
. hould be given by | reach, be made effective and per- | 


each in order that results may be 
obtained that are fair to each. 


New Capital 

“We must recognize the fact 
during recent years that until the 
Code year 1934 there was virtu- 
ally no new capital being attract- 
ed to the retailing of automobiles. 
In the last few years the mor- 
tality in the dealer ranks in this 
country has. been _§ staggering. 
Certainly the time is here when 
automobile manufacturers should 
have sufficient vision to realize 
that if this industry is going to 
make progress commensurate 
with the demands of the public, 
it is mecessary and absolutely 
vital that the capital now em- 
ployed by the dealers of this coun- 
try in merchandising and servic- 
ing of motor cars must have 
proper security and be kept con- 
tented. 

“The capital employed by all 
the dealers of this country runs 
into many millions of dollars, and 
if these millions are to be kept 
employed in the merchandising of 
motor cars it must be assured of 
a reasonable return as well as 
reasonable security. This, in my 
opinion, is not only vital to the 


dealers now engaged in the auto- | 


mobile business but is equally 
vital to the manufacturers. They 
must protect their vast invest- 
ments if this industry is going to 
be able to do the part that it is 
capable of doing in contributing 
to business recovery and bringing 
the nation back to normal. Con- 
sidering the industry as a whole, 


In handling this pro- | 


therefore, requires full recogni- 
tion of the dealers’ problems and 
investment, if the profit motive 
necessary to contentment of both 
labor and capital is to survive. 
“Should the intelligent, reason- 
able application of our facts to a 
problem wherein a_ particular 
manufacturer reduces the profit 
possibilities on his line of cars 
(arbitrarily, or without regard to 
the dealer’s problem) fail to cause 
him to change methods, let me 
repeat again what I see as the 
obligation of this association. 
“Seeing reasonable profit possi- 
bilities thus reduced in a given 
line, it then becomes the duty of 
| your national association in fair- 
ness to such members to so ad- 
| vise them immediately, as well as 


other interested members. Such 
| will be our policy for 1935. 
| NRA and Our Code 
| “Entirely too much emphasis 


and reliance has been placed on 
the correction of all our business 
difficulties in the terms of a law. 


distinct obligations to the dealer, 
as well as the dealer to NRA, and 
when in its code certain sound 
principles have been agreed upon, 
they must, insofar as the law can 





manent. The NRA has properly 
agreed to the stipulation of cer- 
tain principles in the dealers’ 


er with dealer relationships be- 


tween each other. 

“Dealers’ relationships with 
each other must be kept distinct- 
ly clear in mind and apart from 


vidual factories, 
accepts the premise that success- 
ful operation of the various rela- 
tionships, though affecting differ- 
ent authorities, is definitely its 
obligation. 

“The code stipulates that the 
dealers are entitled to establish 4 
market report concerning a com- 
modity which they have to accept 
in the place of money. 
ing the general and widespread 
use of this commodity as money, 
both parties have agreed that 








However, NRA has made certain | 


| code, which do not deal with fac- | 
tory-dealer relationships but rath- | 


dealer relations with their indi- | 
though NADA 


Recogniz- | 


some reasonable standard of value | 


is required, if the objective is to 
be approached. 

“Government is interested in 
| the welfare of the people, and the 
dealer’s objective of proper profit 
commensurate with risk and ef- 
| fort, goes hand in hand with 
| public interest. 
ployment are wrecked when no 
chance for gaining of this objec- 
tive is on the business horizon. 
Therefore, recognizing the used 
car as a distinct factor standing 
in the path of the achievement of 
this objective, the Government 


Payrolls and em- | 


permitted, in the public interest, | 


| the automobile dealers in their 


Coast to Coast Record 





Automotive Daily News Photo 


From coast to coast. William L. Hughson, San Francisco, Calif. 

(left), member NADA executive committee, president San Francisco 

and northern California automobile dealers associations, and J. Leo 
Johnson, Montpelier, Vt., NADA director. 


A loast 


to the Creators 
and Distributors of 
Ameritas 


new {935 models 


from the Distillers 
of Ameria ’s 
havorites 


Old-time 





DETROIT, MICHIGAN 
PEORIA, ILLINOIS 
WALKERVILLE, ONTARIO 


This advertisement does nut 
ottered for sale 


oifer this product for sale in dry states; 


only in compliance with all State and Federal Statutes, 
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Chicago Show | From Way Out West 


NADA Seeks Improvement 


In Car Dealers’ Contracts 


(Continued from Page 11) 


rent retail sales value of better 
and best grade cars. Then, realiz- | 
ing that the cost of recondition- | 
ing, as well as the cost of han-| 
dling, was evident, it was agreed | 
that 5 per cent, 10 per cent and/| 
15 per cent should be deducted | 
from the sales price to determine | 
the maximum allowances. This| 
was expressed in the language of | 
the Code under the words ‘for! 
handling and reconditioning.’ 

“A year’s experience has shown 
this to have been insufficient and | 
it will be recalled that our orig- | 
inal draft requested 20 per cent. | 
Having to pay 5 per cent to the| 
salesman for selling the used car, | 
reconditioning of same, along | 
with operating expense arising 
from the maintenance of a used | 
car department, has left the 
dealer without adequate margin 
for ‘handling and reconditioning.’ 

“The net maximum allowance 
has been unduly high as has been | 
proven after an experience of a/! 
year. 


To Correct Formula 


“Therefore, with the vast amount 
of proof now at hand, NADA will 
make every effort to have this 
corrected, feeling that the NRA 
will recognize the purpose as well 
as the language of our code and 
approve a new formula for estab- 
lishing the net maximum allow- 
ance. 

“This is a problem which must 
be solved before the used car pro- 
visions of our code will fully ex- 
press in operation the intent of 
the code and must be settled 
through our relations with NRA. 
It may require an amendment to 
the code. If so, such action will 
be taken, unless in the meantime 
some other legal way can be 
found. 

“Now, outside of what the fac- | 
tory can do for us or what NRA 
and code changes can do, let us| 
consider what we can do for our- 
selves. 

“‘Going the Top,’ or appraising 
all cars regardless of condition, | 
at the maximum allowance for 
better grade cars, is not good 
business and the good business 
man will not do so. Others should 
not be permitted to do so. 
Education Immediate Necessity 

“Education, seemingly, offers 
the only method of treating this 
problem immediately. Knowledge 
of the costs for handling and re- 
conditioning appear to be the 
first step in this program. NADA 
has already sent to 31,000 dealers 
in the United States, a used car 
department operating statement 





| ing the top.’ 


up horizontally, so that we will be 
in a position to present, within a 
short time, a cross section state- 
ment indicating the percentage of 
gross sales which each account on 
the statement individually ab- 
sorbs. 

“This review will finally show 
dealers whether their accounts 
are above or below the general 
national average will focus their 
interest on the absolute need of 
making deductions in keeping 
with the principles of good busi- 
ness, and show the fallacy of ‘Go- 


New Valuation Form 


“In the hope of gaining a better 
appreciation of determining values 
which also must be conveyed to 
the retail salesman, we have pre- 
pared a new type of valuation | 
form, for our observations dis- | 
close a most careless attitude in 
appraising the individual used| 
ear. This business, at one time, 
learned to use an appraisal sheet 
and in the new one, which we 
hope to make universal in its use, 
the same old stipulations are set 
forth concerning motor, clutch, 
transmission, rear end, body, tires, 
upholstery, etc. In addition to 
this, a section is provided for 
computing a proper deduction for 
handling. This is the part which 
is new. From the Guide Book 
selling prices, should be deducted 
a determined percentage for han- 
dling, as well as the total amount 
needed for reconditioning the par- 
ticular car. 

“The universal use of this valu- 
ation form will focus interest of 
all dealers and salesmen on the 
proper method of appraising the 


| of $2,600. 





used car, but the public expects a 
more careful examination of its | 
property before a value is placed 
upon it, and only through the use 
of methods which require an ex- 
amination of the car in detail, 
can we see an immediate way of 
bringing proper methods back in- 
to play. 
Benefits to Salesmen 


“The true salesman should be 
one of the persons benefited by 
the code even where confronted 
with vigorous competition from 
other salesmen. Some salesmen 
are scientific, energetic and in-| 
telligent. Others are merely price | 
cutting drones aided and abetted 
by the same type of dealer. The 
salesman who wants to succeed 
in this business has had little 
opportunity, for it has been im- 
possible for him to cash in on his 


| 
| 


efforts under chiseling conditions, | 
particularly when the same make 
of car is involved. Under such 
circumstances the salesman who 
developed the business seldom 
collected the commission on it. 
“The salesman who is working 
hard at his job should be in a 
position to get the reward for his 
efforts and is enabled to earn 


and requested that it be filled in 
and returned as quickly as pos- 
sible. 

“This analysis in our St. Louis 
office is positive proof of the ab- 
solute need for greater deductions 
for handling and reconditioning 
than the 5, 10 and 15 per cent 
provided by the Code. The state- | 
ments have also been averaged’ 





Michigan Welcomes ‘Mei York 








Aute Daily News Pho 
A royal Detroit welcome to a New York delenation of visitors Semen 
Charles J. Deland (right) to A. M. Gehran, Albany; J. M. Freed, 
Schenectady, and Lewis G. Stapley, Albany, manager Empire State 
Automobile Dealers Assn. 


notive 


Adds Entrance 
From Michigan 


Detroit, Jan. en —For the first 
time in its history, the Chicago 
Automobile Show will have a 
Michigan Ave. entrance to supple- 
ment the facilities of and relieve 
congestion at its main doors of 
the Coliseum during its week’s 
run from Jan. 26 to Feb. 2. 

Such is the decision of the 
show committee as announced 
today by M. J. Lanahan, presi- 
dent of the Chicago Automobile 
Trade Assn. on his arrival for 
the Detroit show and NADA 
meetings. 


The move has been under con- |} 


sideration for a number of years, 
but until now it has been felt 
that the expense was too great. 
It is said to involve an investment 


Lighting will be provided for | 
the ramp, which will be covered 
by a canopy. It is planned to 
have a costumed marquis at the 





entrance. Buses run past the} 
entrance, located along one of the 
main traffic arteries of Chicago. | 


something more than the mini-| 
mum provided in the Code. | 
Up to the Dealers 

“Our code is not an automatic 
machine which will operate and 
till the field of potential profits 
without any motivating power, or | 
without personal guidance. 

“We dealers are the drivers. 
Unless we are willing to assume 
personal responsibility for its di-| 
rection, we cannot make progress 
and our crop will be a failure. 
Our daily voluntary help is vital | 
to its success. 

“Let us each do our part to) 
keep this great co-operative plan 
working; that requires you and I 
constantly co-operating. The ob- 
vious benefits will be more than | 
sufficient reward.” 











and 










10-ton. They have a line 














Opportunity at 


You have often heard it said of men 
who make a special success in busi- 





(Left to right)—Jesse M. 


Chase, 


News Photo 
Tom Botterill, 
= Colo., NADA director; Ellis H. es Fort Worth, Tex. 


Automotive Daily 


Pocatello, Ida.; 


Passenger Car Export 
Sales Gain Over ’33 


Washington, Jan. 13. —- Exports 
of automotive products during 
November attained a total valua- 


j tion of $11,447,416, a decrease of | 


$1,316,585, or 10 per cent, below 
the figure of $12,764,001 recorded 
in the previous month. However, 
the total 
an improvement of $3,730,269, or 
48 per cent, as compared with $7,- 
717,147 reported in November of | 
1933. Shipments for the first 11 | 


| months of 1934 are valued at $183,- 
445,404, as against $84,317,162, and | 
$76,676,992 during the correspond- | 
ing months of 1933 and 1932, ac- | 
Department of | 


cording to the 
Commerce. 


A total of 9,117 passenger cars 


| were consigned to the overseas 
markets in November, a gain of | 


1,176 units, or 14 per cent, over 
October, and 165 per cent above 


| the 3,438 units recorded in No- 


vember, 1933. 
Truck exports were off by five 







the 


INTERNATIONAL TRUCK Franchise 


mendous backlog of truck business 


is breaking 


for November showed | 


per cent from October, 7,050 units 
as compared with 7,484, but 
showed an improvement of 3,891 
units, or 123 per cent, over No- 
vember, 1933, when the truck 
shipments amounted to 3,159 units. 

Shipments of miscellaneous au- 
tomotive products amounted to 
| $4,092,447, a decline of 15 per cent 
|from the October figure of $4,- 
| 869,410, but substantially above 
| the total of $3,882,656 reported for 
| November, 1933. 


30- Mile Limit 


Montreal, Jan. 138.— Information 


from London, England, states that 
a maximum speed of 30 miles an 
| hour for all vehicles in England 
after Mar. 18 has been ordered. 


| Jefferson City Show 


| Jefferson City, Mo., Jan. 13.—The 
Jefferson City Auto Show will be 
| held Jan. 17, 18 and 19 at the Asel 


Garage. 














loose. Truck buyers are 








ness, “They got started with some- 
thing good at the right time.” 

The International Truck franchise 
is just such an opportunity. The tre- 


This Is Why INTERNATIONAL Dealers 
Have the Advantage in the Truck Business 


They have a complete new line of beau- 
tiful, streamlined trucks from 12-ton to 


tion for quality and after-sale service is 
without equal in the industry. There are 
217 International Harvester branches 
offering them the closest possible assist- 


ance in sales and service. 


There Is Valuable Territory Open 


Visit our Detroit branch, 5915 West Warren Avenue (Telephone—GArfield 0020) for 
full particulars about the International Truck franchise. Nearest branch or 


Chicago office will also be glad to advise you. 


INTERNATIONAL HARVESTER COMPANY 


606 So. Michigan Ave. 


in the market again to replace worn- 
out equipment. International Truck 
dealers are in on the ground floor, lay- 
ing the foundation for the years ahead. 


tional Truck finance plan applies to both 
new and used trucks. Backing up their 
whose reputa- sales efforts is the largest advertising 
campaign of any full-line truck manu- 
facturer, constantly promoting the sale 


of Internationals in national magazines, 





newspapers, vocational publications, and 


The Interna- through direct-mail. 





OF AMERICA 


aseohasasaes Chicago, Illinois 






























Parts Outlook 
Is Promising 
For New Year 


Newark, N. J., Jan. 13.—The 
record-breaking attendance at 
New York Automobile Show pro- 
vided additional evidence that 
1935 is to be a great automobile 
year, the best probably since 1929, 
and a year of increasing pros- 
perity for the makers of automo- 
tive accessories, according to! 
John A. Graham, president of 
Motor Improvements, Inc., manu- | 
facturers of Purolator filters. | 

“One may hesitate to say how 
much better than its predecessor 
the year 1935 may prove to be,” 
said Graham. “No one closely | 
associated with the automotive 
accessories industry looks for less 
than substantial improvement, I 
am sure. In our own plant, Jan- 
uary sales are running at more 
than double the rate which pre- 
vailed in January for last year. 
It may be too much to hope for 
such an increase throughout the 
year, but it must be kept in mind 
that any advance developed in 








1935 will be over the record of 
what, itself, was a highly satis- 
factory twelve months. Purolator 
sales in 1934 were more than 53 
per cent ahead of those in 1933, so 
that 1935 must compete with no 
mean year. 


“That it will compete success- 
fully, however, seems indicated 
by all those barometers by which 
we are accustomed to forecast 
business conditions. First, per- 
haps, there is that general feeling 
of increasing optimism which the 
public at large displays. It is a 
sort of mass emotion which, to 
our minds, is none the less con- 
vincing because it is intangible. 

“More concretely, however, the 
inquiries which are coming into 
our plant, and which have been 
coming for many weeks, confirm 
our faith in the months ahead of 
us. These inquiries are from new 
accounts, in some instances, but, 
for the most part, are from ac- 
counts that, for months past, had 
not been in the market. 


“To our minds, these inquiries 
owe their significance to the fact 
that they are generally for small 
accounts, and that they come, 
literally from all sections of the 
country. In many instances, they | 
are from machine-tool manufac- 
turers and to us they signify that 
the rank and file of this indus- 
try are preparing to enter again 
into production. Now, manufac- 
turers who have survived the 
hardships of the last few years 
by strict reduction of activity are 
not firing up at this time unless 
they see sales in prospect. 


“There is encouragement, too, 
in the farming situation. It is un- 
disputed that this has been 
improving, and, in testimony of 
their belief that this improvement 
is destined to continue, one of 
the biggest farm tractor manu- 
facturers recently placed with us 
a large order for delivery Mar. 1, 
and a similar order for delivery 
May 1. If this faith in the 
farmers’ future be well grounded, 
it means increasing general pros- 
perity, and the automobile maker 
and the accessory manufacturer 
may depend upon sharing in this 
Yes, 1935 looks good to us.” 


SELLING 
IDEAS! 


One idea may be worth sev- 
eral hundred dollars to you. 
You'll get many ideas from 
this great exhibit of selling 
helps. Planned for Automo- 
bile Dealers who want to 








make more money during 
1935. Be sure to visit today— 
from 9 to 9. 


@ FREE EXHIBIT 


DETROIT-LELAND HOTEL, 
COLONADE ROOM— Downstairs | 
Cass Avenue Entrance 
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New Receivers Named 


For Kelly Springfield 
New York, Jan. 14.—Charles M. 
Eagan, Vice Chancellor, in Jer- 
sey City, accepting resignation of 
John P. Maguire, president of 
Textile Banking Corp., as receiver 
in proceedings against Kelly- 
Springfield Tire Co. appointed 
Frank Ferguson, president of 
Hudson County National Bank, 
and Alexander Weinstein, New 
York industrial engineer, as re- 
ceivers. He also confirmed the 
appointment of the original re- 
ceivers. 


Put Your 





| passenger cars 


Sales in 1934 
Total 6,479 


In San Antonio 


Jan. 
cars 


San Antonio, Tex., 
Sales of passenger 


improvement over 1933, accord- | 
ing to figures recently compiled | 
by the San Antonio Auto Trade | 
Assn. 

Sales for the year showed 5,181 


Finger On 


13.— | 
and | 
trucks for 1934 showed a marked | 


and 1,298 trucks | 


| for a total of 6,479, against 4,043 
| passenger cars and 580 trucks 


for a total of 4,628 in 1933. 
A breakdown of individual car 
sales shows the following: Au- 
burn, 34; Austin, 7 (and three 
trucks); Buick, 235 (and two 
trucks); Cadillac, five; Chevro- 
let, 1,653 (and 638 trucks); 
ler, 61; Continental, three; 
Soto, 21; Dodge, 110 (and 37 
trucks); Federal Truck, 14; Ford, 
1,533 (and 478 trucks); 
Trucks, 19; Graham, seven; 
son; 58; Hupmobile, 23; 
Truck, one; THC Truck, 8; 


Hud- 








Chrys- | 
De | 
GMC | 


Indiana | 
La- | 





13 


Fayette, 14; LaSalle, 33; Lincoln, 
four; Mack Truck, one; Nash, 21; 
Oldsmobile, 202 (and one truck); 
Packard, 13; Pierce-Arrow, 15; 
Plymouth, 489 (and three trucks); 
Pontiac, 158; Reo, one; Stude- 
baker, 288 (and three trucks); 
Terraplane, 139 (and four trucks); 
Twin Coach, 35; White Truck, 
seven, and Willys, 28. 

Reception of new cars has been 
good up to this time and dealers 
look forward to a good year in 
1935. Early delivery of new cars 
is expected to play an important 
part toward this end. 


fortron) 





Put your finger on Detroit as the most important market 


for automotive products in the country. 


Did you ever stop to realize there are more automo- 


biles in the compact, 620 square-mile Wayne County 


market than in the seven states of Utah, Arizona, Ver- 


mont, New Mexico, Wyoming, Delaware and Nevada 


combined ...a land area of more than half a million 


square miles? 


Keep your finger on Detroit a moment. Consider the 


fact that every fourth person here owns a motor car, 


drives it on an average of 11,000 miles every year. 


Consider the fact that automobiles in Detroit travel 
more than 12,000,000 miles every day. Detroit's in- 


crease in new car registrations for 1934 is nearly twice 


the average for the entire country. 


Detroiters buy gasoline 104 times a year .. 


THROUGHOUT 


. pu rehase 





OUTDOOR 


MICHIGAN’ 


WALKE R & Co. 


tires, tubes, 


oils and greases, brake linings, spark 


plugs, batteries and other equipment in a greater 


amount per capita than other metropolitan centers. 


Before you take your finger off Detroit, remember that 


advertising values here are just as important as the 


market itself. The city that put the world “on wheels” 


sets its own best example . . . transacts most of its 


business and pleasure activity “on wheels” 


in motor 


cars produced by its own hands. 


You have to SELL Detroit as it moves . 


. - outdoors. 


If you are not in Outdoor Advertising in Detroit, you 


are not in Detroit. That’s why so many automotive 


advertisers give Detroit special consideration for Out- 


door Advertising, regardless of their plans for other 


markets throughout the country. 





ADVERTISING 


LARGEST 


TRADING 


AREAS 
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th Dimension 


The News of Automotive Advertising 


_ automobile shows i 





n Los Angeles and New York 


during the past week, motordom is launched on an- 


other year. This week wil 


1 find the public flocking to 


shows in Detroit, Philadelphia, Buffalo, Cleveland, Mil- 


waukee, Brooklyn, N. Y., Washington, and Toronto. 


at these shows that the industry is offering its new models 


for 1935 in the hope that car 


owners may become dissatis- 


fied with the older cars when compared with the 1 new. 


Judging from the results of the 
New York and Los Angeles shows, 
the automotive industry is in for 
a real rousing year. In an adver- 
tising way the linage at New 
York following the initial an- 
nouncement copy was not what 
might have been hoped for. 
result, perhaps, was a slight fall- 
ing off in attendance during the 
latter part of the show. But be 
of good cheer. The industry is 
likely to become a real heavy 
buyer of space as the actual sell- 
ing season advances. 

* x * 


Visiting engineers and auto- 
mobile manufacturing officials 
who will attend the sessions of 


the thirtieth annual convention of | 


the Society of Automotive Engi- 
neers here this week 
given a show all for themselves 
It will be staged by 
Faurote as sponsor and will be a 


series of tableau showing the out- | 


standing features of each year of 
the engineers’ achievements since 
the organization of the society in 
1904. 

As each scene is unfolded from 
year to year there will appear the 


picture of the society’s president | 


of that year. Almost simultane- 
ously the actual voice of the 
president of that year will be 


Sxrheard telling the audience of the 


most important developments in 
the motor car industry in which 
the society has taken part. From 
year to year such developments in 
motors, ignition, starters, carbure- 
tion, four, six, eight and other 
multi-cylinder engines, brakes, 
car design, manufacturing facili- 
ties and other factors which have 


been influential in motor car 
building will be shown. 
€ * 7 


The National Broadcasting Co. 
announces that after more than a 


year of intensive analysis to de- | 


termine the potential circulation 
of each station, group and net- 
work, its entire network rate 
structure has been adjusted to 
bring the charges to advertisers 
into closer relationship with the 
reachable radio families. 


The adjusted rates become ef- 
fective on Feb. 4, 1935. 


On the Red Network and 
supplementaries, for instance, 
estimated relative decrease in 
the evening hour rate is from ap- 
proximately $1.67 per 1,000 reach- 
able radio families, 1927, to less 
than 80 cents per 1,000 reachable 
radio families at the present time. 

On the new NBC network rate 
card, No. 18, several innovations 
are listed. Discounts are placed 
on a more logical basis, giving 
emphasis to dollar volume. In 
addition, continuous 52-week cam- 


ATTENTION 
DEALERS! 


Everything a dealer needs to 
help him in his business is on 
display—sales helps, prospect 
systems, broadcasting outfits, 
salesroom furniture, back- 
grounds, advertising help, etc. 
Be sure to see it. No obliga- 
tion, open now. 


@ FREE EXHIBIT 


DETROIT-LELAND HOTEL 
COLONADE ROOM—Downstairs 
Cass Avenue Entrance 


all 
the 


The | 


are to be| 


Fay L.| 


©—--- a 


paigns will earn a special rebate 
at the end of each 52-week 
period. The Sunday afternoon 
rate between the hours of 12:00 
noon and 6:00 p.m. (local time) 


| lar night-time rate. 
* * * 


| Reflecting the general im- 
provement in business confidence 


average gain of 
last 


registered an 
approximately 16 per cent 





revealed by the first annual in- 
dexes of advertising, which have 
just been compiled by Printers’ 
Ink. The five principal advertis- 
ing media showed respective gains | 
of 33 per cent each for farm 
papers and radio, 29 per cent for 
magazines, 
door advertising, and 10 per cent 
for newspapers whose 





14 years covered by the indexes. 


While the new indexes do not | 
attempt to estimate advertising 
volume in dollars, other data in- 
dicate the total rose well above 
$700,000,000, with newspaper 
vertising accounting for more 
than $500,000,000, and magazines 
around $110,000,000. Radio adver- 
tising volume ran over $70,000,000, 
| judging from 10 months’ figures 


| 
| 
| 
| 


| of $58,000,000 issued by the Na- | 


| tional Association of Broadcasters. 
| Talent costs would substantially 
increase the figure. 
vertising approximated $40,000,000 
and farm papers $15,000,000. Ac- 
|curate data is not available on 
direct mail, 
| paper advertising. 
* * * 

' Robert J. Flood, sales promo- 
tion manager for Gulf Refining 








It is | 


will be three-quarters of the regu- | 


and conditions, advertising volume | } 


year as compared with 1933, it is | 


12 per cent for out- | 


ad- | 


Outdoor ad- | 


car card and trade | 


Co., recently was elected a direc- 
tor of the Association of National 


Advertisers. He is also chairman 
of the Petroleum Advertisers 
Committee of the _ association. 


Flood also is a director of the 
Traffic Audit Bureau, the steer- 
ing unit of the outdoor advertis- 
ing industry. 

* * - 
establishment “a 
modern mo- 
store,” the 


Naming their 
new and completely 
tor car department 
Hupmobile Illinois Co., recently | 
appointed distributor in the Chi- 
| cago area by the Hupp Motor Car 
|Corp., ran an unusual newspaper 
| advertisement in that city. The 
leopy, written by S. L. Davis, 
president, pays high tribute to 
those who serve as his inspira- 
tion, within and outside of the 
industry. In part, the advertise- 
ment reads: 

“Thank you, Marshall Field & 
Co.; your success, your cathedral 
of all the stores, has been our 
| inspiration and pattern. 

“Thank you, Mr. Henry Ford 
|you have taught us the value of 


| 
| 


| cleanliness and low prices. | 
| “Thanks, Hupp Motor Car 
Corp., you have taught us the 
| value of that priceless ingredient, 





| quality. 
| “And to you, Mr. Charles E. | 
|Gambill, most thanks of all, you } 
have taught us to be hard work- | 


lers, fair buyers, fair sellers.” 


| Gambill was Davis’ boss as | 
{Hupmobile distributor for many | 
vears. | 


* * * 


R. L. Hurst and Louis W.| 

| Thomas, advertising agency ex- | 

| ecutives of New York and Chi- | 
cago, have joined the New York 

| office of J. Stirling Getchell, Inc., 

| it was announced today. 

| Hurst has been an executive in 

: New York office of Batten, 

| 


volume | 
fluctuated least through the past | 


Barton, Durstine & Osborn. Prior | 
to that he had been manager of | 
the agency’s Chicago office. He | 
has been, identified with advertis- | 
ing and publishing for the past 
19 years. He will serve the Get- 
chell organization in an executive 
capacity. 

Thomas, who joins the copy de- | 
partment of J. Stirling Getchell, 


Inc., was a member of the New| 
York copy staff of Lord &| 
Thomas. He was at one time | 


| with the Mitchell-Faust agency 
|in Chicago, and has been in ad- 
| vertising and newspaper work for 
the past 17 years. 


BALL, RULLER 


| with the cars they sell, 









NRA Greets NADA 





Code chiefs here for NADA meetings. 


Auumolive Daily News Photo 


Jo G. Roberts (left), deputy 


administrator, Division II, NRA, and J. F. Delaney, assistant 
deputy administrator. 





Unique Dealer Sales Help 
Display at Detroit Leland 


Detroit, Jan. 13.—For the first 


ltime at any NADA Convention, 


and for that matter, the first 
time anywhere, the spotlight is 
focused on an entirely new and 
different type of exhibit of dealer 
sales helps, at the Detroit-Leland. 

This exhibit includes many sell- 
ing ideas used by successful deal- 
ers throughout the country. Such 
| things as sales control plans for 
the better direction of salesmen, 
owner follow-up systems for serv- 
ice departments, and similar sys- 
tems are on display. 

The latest types of broadcasting 
outfits that dealers can use to 
help make fleet sales to police de- 


| partments or use for their own 


promotion work are on display. 
Also revolutionary loudspeakers 
for salesroom use. 
largest display of radio loud- 
speakers any dealer ever saw is 
shown here for the first time. 
Dealers who are interested in 
modernizing the appearance of 
their salesroom to be in keeping 
will be 
in the 


particularly interested 


| salesroom furniture shown in this 


AND THRUST 





In fact the} 





display. Chrome-steel furniture, 
such as General Motors, Ford, 
Chrysler and hundreds of other 
exhibitors used at the Chicago 
Century of Progress is included. 
Also specially designed  back- 
grounds that set off the cars dis- 
played before them. 


In fact there seems to be no end to 
the number of really worth-while 
selling accessories gathered es- 
pecially for this exhibit. 


The exhibit is not sponsored by 
any one motor car manufacturer, 
but by the C. K. Business Promo- 
tion Corp. of Detroit, which has 
over 6,000 automobile dealers as 
clients. The exhibit has been ar- 
ranged from the ideas and materi- 
als approved by six of the largest 
motor manufacturers. 


The exhibit is open from 9 a.m. 
to 9 p.m. each day. It is entirely 
free to all automobile dealers re- 
gardless of the cars they sell. 


The entire Colonade Room of 
the Detroit-Leland Hotel has been 
taken for this purpose. It is 
easily accessible, being downstairs 
at the Cass avenue entrance. 


NORMA-HOFFMANN BEARINGS CURPOURATION, STAMFVURD. CUNN, U.S.A. 











Coming Events 


JANUARY 

12-19—Buffalo, WN. Y. Buffalo Automotive 
Trade Assn., Thirty-third Annual Au 
tomobile Show, 106th Armory. 

12-19—Cleveland, Ohio, Cleveland Automotive 
Trade Assn., Annual Automobile Show. 
Public Auditorium. 

(2-19—Detroit, Mich. Detroit Auto Show Assen. 
Annus! Show, Convention Hall. 
(2-19—Milwaukee, Wis. Milwaukee Automotive 
Trades, Inc., Annual Automobile Show. 

Milwaukee Auditorium. 

#2-19—Torento, Ont. National Motor Show of 
Canada, Automotive Bidg.. Exhibition 
Grounds. 

12-19—Washington, D. C. 
motive Trades Assn., 
Automobile Show, 
torium. 

13-20—Springfield, 1M. Automobile Show, aus- 
pices Springfield Auto Dealers’ Assn. 

14-18—Detroit, Mich. Society of Automotive 
Engineers, Annual Meeting and Engin 
eering Display. Book-Cadillac Hotel. 

14-19—Brooklyn, N. Y. Automobile Show. 

14-19—Newark, N. J. Automobile Show. 

14-19—Philadeiphia, Pa. Philadelphia Assn. 
Thirty-fourth Annual Automobile Show 
Convention Hall. 

14-15—Detroit, Mich. 
Dealers Assn., 


Washington Auto 
Fifteenth Annua) 
Washington Audi 


National Automotive 
Annual Meeting. 


15—Cambridge, Mass. 
SAE Dinner. Massachusetts Institute 
of Technology. 
17—Dayton, 0. Dayton Section SAE Dinner 
Engineers’ Club. 
18-24—Toledo, 0. Toledo Automobile Show 


Civic Auditorium and Convention Hal) 
19-24—Columbus, Ohio. Automobile Show. 
19-26—Long Beach, Cal. Long Beach Auto 

mobile Show. 
19-26—Pittsburgh, Pa. 


19-26—Boston, Mass. 
ers Assn., Annual 
Mechanics Bidg. 


19-26—Hartford, Conn. 


Automobile Show. 


Boston Automobile Dea! 
Automobile Show 


Hartford Auto Dealer: 


New England Section 


4ssn., Annual Automobile Show, State | 


Armory 
19-26—San Francieco, Calif. Motor Car Deal 
ers Assn. of San Francisco, Nineteenth 


Annual! Pacific Automobile Show, Civic 
Auditorium. 
19-26—Syracuse, N. Y. Syracuse Automobil: 


Dealers’ Assn. Annual Automobile Show 
Armory. 
20-26—Akron, 0. Akron Automobile Show. 
20-26—Nashville, Tenn. National 
Trades Assn. 
21-25—Baltimore, Md. Automobile Trade Assn 
of Maryland, Annual Automobile Show 
Fifth Regiment Armory. 
21-26—Omatha, Neb. Automobile Show. 
21-26—Rochester, WN. Y. 
Show. Edgerton Park. 
22—San Francisco, Calif. 
fornia Section SAE Dinner. 
Club. Auto Show Meeting. 
22—New York, N. Y. Metropolitan Sectior 
SAE Dinner-Danoe. Hotel Lexington. 


Northern Cali 
Engineer~ 


22-25—Washington, D. C. American Road 
builders’ Assn. 

22-27—Lansing, Mich, Lansing Automobile 
Show. 

26-Feb. 2—Chicago, tii. Chicago Automobilr 
Trade Assn., Automobile Show, Coli 
sour. 

26-Feb. 2—Montreal, Can. National Motor 
Show of Eastern Canada. Sun Lift 


Bldg. 

28-Feb. 2—Springfeld, Mass. Springfield Auto 
motive Dealers’ Assn., Annual Automo- 
bile Show, Municipal Auditorium. 

26-Feb. 2—Eimira, N. Y, 
Show. 

29—Chicago, Iti. Automotive 

Equipment Manufacturers, Inc., Annua) 
Meeting. 


29—Chicago, Ill. Chicago Section SAE Din 


ner. Hamilton Club. 
80-Feb. 2—Muskegon, Mich, Muskegon Auto 
mobile Show. 
FEBRUARY 
2-9—Altoona, Pa, Blair County Autumotiy« 
Trade Assn., Juffa Mosque 
—Youngstown, 0. Youngstown Auto Show 
3-6—Birmingham, Ala. Birmingham Aut« 
Show. 
3-6—Houston, Tex. Automobile Show. (its 
Auditorium. 
6-10—Davenport, lowa. Automobile Show 
7-10—Decatur, Ill. Automobile Show. 


9-16—Kaneas City, 
Car Dealers Assn., Annual 
Show, American Royal Bldg. 
#®-23—Denver, Col. Denver Automobile Dealers 
Assn., Annusl Automobile Show, Mun) 
cipal Auditorium. 
41-16—Louisvilie, Ky. Louisville Trade 
Annual Motor Show. Armory. 
18-23—Bethiehem, Pa. Bethlehem Auto Trade 
Assn., Automobile Show, Coliseum. 
23-26—Dallas, Texas. Dallas Automobile Show 


23-27—Evaneviile, Ind. Automobile Show. 


MARCH 
6-14—Bridgeport, Conn. Automobile Show 
9-16—Minneapolis, Minn. Minneapolis Auto 
Trade Assn., Northwest Automobile 
Show, Minneapolis Auditorium. 
(5-24—Geneva, Switzertand. Twelfth Interna- 
tional Automobile Show, Palais de 
Expositions. 
16-23—Mankato, Minn. Mankato Auto Dealers 
Assn., Annual Automobile Show, Ar 
mory. 
17-19—New Orteans, La. 
auspices Times - Picayune. 
Auditorium. 
APRIL 


7a—New Yerk, N. Y. American Chemica) 
Society, Semi-annual Meeting. 


Assp 


Automobile Show 
Municipa) 


MAY 


29—San Diego, Calif. California Pacific 
International Exposition. 


Automobil: | 


Annual Automobile | 


Annual Automobile 








Parts and | 


Me. Kansas City Moto: 
Automobil: | 
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Oil Group Asks 
Wisconsin for 
Plate Extension 


Milwaukee, Wis., Jan. 13.—Gov. 
Phil LaFollette and the state leg- 
islature were asked to consider 
extending the deadline for auto- 
mobile license payment from Feb. 
1 to Apr. 1 in a resolution adopted 
at the closing session Jan. 10 of 
the Wisconsin Petroleum Assn.’s 
three-day annual convention at 
the Hotel Plankinton. 

The resolution said “careful 
estimates show 100,000 motorists 
would be unable to meet license 
fees on Feb. 1.” It was pointed 
out that the resulting loss of 
$1,500 in gasoline tax revenues 
daily would be greater than the 
loss from extending the deadline. 
The resolution pointed to losses 
which all automobile and allied 
businesses would suffer. 


Another resolution declared the 


AR_ owners, whose 


SILENT.CHAINS, rarely know what drives the cam- 
shaft in the motors of their cars. 


No trouble! No repairs! Likej’“Old Man River’ 


noisel 


MORSE CHAIN COMPANY 
MORSE CHAIN CO., 








15 


Aerodynamics Enter Low-Price Field 





Hupp Motor Car Corp. has entered this aerodynamic model in the low-price class for 1935, bearing a 
price tag of $795, f.o.b. factory. Factory officials claim this is the lowest price ever placed on any 
aerodynamic-styled car. 


kets, Fred Schultheis, a member 
of the department, indicated in 
addressing the convention. 


minimum margin under which| wide order regulating gasoline 
gasoline jobbers can operate to| prices may be issued by the de- 
be 6% cents per gallon. A state-| partment of agriculture and mar- 


MORSE 


STANDARD EQUIPMENT 


oe 


they just keep SILENTLY “rolling along’, the leader for 
over twenty-three years. Surprising as it may seem, 
MORSE unequalled quality and satisfaction cost no more 
than other forms of camshaft timing drive. 


ITHACA, N. ¥. e DETROIT, MICH. 


ENGLAND—Division of Borg-Warner Corporation 





cars are equipped with MORSE 


Why should they? No 


LTD., LETCHWORTH, HERTS, 


WL ED 


a 
ZS AREEE 


aod 
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Low Dealer Stock Blamed 
In Indianapolis Drop 


Indianapolis, Ind. Jan. 14.— 
Marion County (Indianapolis) 
new car registrations in Decem- 
ber fell below the same month a 
year ago for the first time in 
may months, according to 
liminary figures tabulated 
official state reports. 
due, in the main, to the fact that 
few dealers had any stock of cars, 
having previously cleaned up 
current models. 

The month's business, according 
to the registration figures, rep- 
resented a loss of 6 per 


from 


14 per cent from 
this year. 

Sales for the year as a whole, 
the preliminary tabulations dis- 
closed, made an increase of 21 
per cent over the 12 
1933. Totals for the two years 
were 10,277 for 1934 and 8,490 for 
1933. 

Practically the entire list 
shared in the upward swing this 
year, with the higher priced field 
showing the only concerted op- 
position to the movement. 

The “big three,” all of which 
shared the spotlight of increas- 
ing sales, totalled more _ than 
7,400 sales and accounted for 
more than 70 per cent of the en- 
tire volume for the year. Ford 
was outstanding, however, gain- 
ing nearly 1,000 units to take the 
lead after finishing third the year 
before with 1,717 cars registered 
compared to 2,813 in 1934. 

In the higher price ranges La- 
Salle’s record was more brilliant 
than the rest with 45 cars against 


pre- | 


This was | 


cent | 
from the previous December and | 
November of | : 
| more outstanding than 


| showed an increase of more than 


months of | 
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Eyes Front!—Chevrolet 


7 for the previous year. Hudson 
registered 130 units against 18 in 
1933. Oldsmobile doubles its pre- 
vious effort with 609 against 269. | 
De Soto, on the other hand, suf- 
fered sharp reverses and dropped | 
from 506 to 136. Cadillac more | 
than doubled its volume this year | 
|}and Pierce-Arrow showed a 
| marked return to favor. Hupmo- 
bile also joined the 100 per cent 
increase club, while Nash and 
Studebaker pushed up 30 per cent 


| 


after several years of uninter- 
rupted declines. 

In the truck division, gains 
over the previous year were even 


in pas- 
senger cars. Totals for the year 
100 per cent with 1,856 trucks reg- 
istered this year against 872 in 
1933. In December there was 
marked progress over December 
a year ago as well as November | 
of this year, gains being 60 per 
cent and 40 per cent respectively. 

Every active account in the 
field scored advances for the year’ | 
as a whole, with Chevrolet and | 
Ford, the leaders, nearly match- 
ing percentages with 135 and 125 
respectively. Dodge registered a 
230 per cent increase. Marmon- 
Herrington delivered a fleet to the 
state highway department and 
wound up the year with a 15-to-1 
record over 1933. Diamond T in- 
creased its 1933 volume 4% times, 
and Federal gained six times in | 
numbers. White jumped up 3% 
times its 1933 business, while Reo 
and Stewart doubled the 1933 
mark. Studebaker had a 50 per 
cent increase, as did GMC. 











Auburn Salesroom Display 


Attracts Show Visitors 


Detroit, Jan. 14. John F. Ev- 
ans, Inc., Auburn and Duesenberg 
distributors in this area, are tak- 
ing advantage of their ideal loca- 
tion adjoining the Detroit auto- 
mobile show this week by staging 
a salon of the new models. 

Particularly impressive to the 
visitor is the ingenious manner in 
which the rear of the Evans es- 
tablishment has been trans- 
formed. Here are to be found, in 
a softly lighted outdoor setting, 
a statued fountain in the center, 
curtains with silver jeweled lat- 
tices along the walls, and the cars 
placed about the exhibit hall. 

This is in addition to the Au- 
burns and the $15,000 Duesenberg 
phaeton in the front. Including 
the cars at the show, 30 models 
are being exhibited. 

To give the event an even more 
intriguing effect, a canopy has 
been erected in front of the build- 
ing, with a Neon sign calling 
attention to the Auburn salon. 

John F. Evans, president of the 





Good News for Tire Changers | 


announced that sales 
up to yesterday afternoon had 
totaled four units, all of which 
had to be taken off the salon floor 
for immediate delivery to wait- | 
ing buyers. Evans and D. E. | 
Rice, of the Auburn factory, co- 
operated in the layout and ar- | 
rangement of cars and decorative | 
effects. 

Evans likewise made known 
that attendance has been brisk | 
since the salon opened. 


company, 





— ' 

10% Raise in Wages | 
Given Glass Workers | 
Pittsburgh, Jan. 14.—A 10 per} 
cent wage increase, with provi- | 
sions for additional increases | 
|under favorable market condi- 
| tions, went into effect in the in- 
dependent window glass manu-| 
| facturing industry Friday. | 
| Announcement of the increase 
|}came from Glen W. McCabe, of 
Charleston, W. Va., president of | 








Tire changing isn’t exactly fun, but it’s a lot easier with this new 


“Standup” jack, made by Ryerson 
back bar of 


& Haynes, Inc. It attaches to the 


the bumper. 


| are extended to the dealers on the 














the Federation of Flat Glass 
Workers of America, at the cul- 
mination of conferences with 
manufacturers there begun last 
December 17. 


'Toronto Show 


Formally Opened 
By Lieut. Gov. 


Toronto, Jan. 13.—Exhibiting 
automobiles valued at more than 
$250,000, the annual National 
Motor Show opened at the Auto- 
motive Exhibition last night. 
Tickets for the first night were 
sold out at the beginning of the 
week. 

The show was formally opened 
by Lieutenant-Governor’ Bruce 
and Mrs. Bruce. The fashion 
show and floor show of the din- 
ner-dance followed the opening 
ceremonies. On all other nights 
the fashion show will commence 
at 8:30, while the afternoon 
fashion show begins at 3 p. m. 





- 


Detroit Police Give 


Dealers Carte Blane, 


Detroit, Jan. 14.—Dealers visiting 
Detroit this week enjoy police im- | 
munity within certain limits! 
during their visit here. Aluminum | 
cards are being issued by the 
Police Department signed by 
Commissioner of Police Picard to 
the effect that the courtesies of 
the Detroit Police Department 


occasion of the National Automo- 
bile Dealers Convention. 


The cards are to be signed in 
advance so that in the event of 
any possible contact with the law 
the card holder’s signature may 
be verified. The Police say the 
cards guarantee immunity for 
most any infraction of the law, 
murder and arson excepted. 














The New 
Pacemaker 
Garford 


Lowest Prices 
Big Carrying Spa 
25-30 Miles Per Ga 


Low Oil Consumpt 
Standard Tread 


Usual Garford 
Quality 


Lima 


Fine Appearance 


500 Ibs. Less Weight 








Dallas Group Elects 
And Plans for Show 


Dallas, Tex., Jan. 13.— Dallas 
Automotive Trades Assn. installed 
new officers for the coming year 
at a meeting held Jan. 8. They 
are: X. R. Gill, president; J. P. 
Gough, vice-president, and Jack 
Estes, treasurer. 

The association voted to stage 
a Spring automobile show “as 
early as possible, specifically be- 
fore Feb. 15.” 
show committee 
Bradshaw, chairman; 
Sanders, W. E. Cabeen, 
Estes and X. R. Gill. 


includes H. D. 


Jack 


Garford Offers 
Two New Trueks 





Shown at Detroit for the first time, here are two commercial cars 
that uphold the always good name of Garford and bid fair to be 
the outstanding values of 1935 in the truck field. 


Longer Wheelbase 
Truck Construction Throughout 
Modern Streamlining 
Independent Springing 
Synchro Mesh, Silent Second 
New Double Wishbone Frame 


ce 


llon 


65 Miles Per Hour 


ion 


Attractive Dealer and Distributor Propositions 


SAD 


Consolidated Motors Corporation 


Personnel of the | 


N. J. De-| 


Rubber Mounted Engine 
Panel and Pick-Up Models 


| This year’s radiator on the master series is narrower and deeper. 
| New features seen are the bumper design, fenders, headlight mount- 
ings, and louvres. 


‘Studebaker Displays 
In NADA Headquarters 


Detroit, Jan. 13.—Studebaker 
|is capitalizing upon the National 
| Automobile Dealers Assn. meet- 
ings here by displaying its new 
line of motor cars in the lobby of 
the Statler, 

All available space in the lobby 
has been taken for the exhibit, 
|and a wide variety of models is 
on view. The move by Stude- 
baker is regarded as a timely and 
clever stroke in merchandising, 
as well as a gesture by that 
manufacturer of friendliness to- 
ward the dealer end of the busi- 





ness. 

































Extra Rigid 








Larger Models Soon 
to be Announced 





Ohio 
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National Business Index Hudson Sales  sancunesd, Dereuiber tnjemes| SSOP 16 Set 


| ARN.Y. Show | cars were the inrgest tor any/ For Studebaker 


Gains 60% un December Double RQGA| Poccecy shies month since 1930. | 


Detroit, Jan. 13.—Unusual gains 
in business activities were regis- 
tered throughout the country in 
December, compared with No- 
vember, revealing improvements 
of from 5 to 10 per cent in many 





| 


Factory shipments of the new Reorganization 


Va.), Charlotte (N. C.), Cheyenne, | 1935 cars during December ag-| 
Columbus (O.), Denver, Des Detroit, Jan. 13.—Retail sales|sregated 8,000 cars compared} gouth Bend, Ind., Jan. 14.—A 
Moines, Indianapolis, Jackson of Hudson and Terraplane cars| With small shipments in Decem-| hearing on the plan of reorgan- 
(Miss.), Jacksonville, Lincoln,| gt the New York Auto Show last| ber 1933 when production was| ization of the Studebaker Corp., 


Miami, Montgomery, Nashville, si - : c 3 29 navw| at which the plan may be con- 
Peoria, Raleigh, Reno, Richmond | Week were approximately double low. Shipments totaled 1,933 cars firmed, has been set for Jan. 25, 


(Va.), Springfield (Mo.), St. Paul, | the retail sales at the 1934 show, for December, 1932; 3,569 in| pefore the United States District 





of the 147 important trading areas | Torre Haute, Topeka, Winston-|the Hudson Motor Car Co. an-| December, 1931; and 10,286 for, Court, Northern District of Indi- 


reported in the monthly compila- 
tion just completed by Brooke, 
Smith & French, Inc., national 
advertising agency, Detroit. Na- 
tional index of general business 
conditions show an increase of 
6 per cent. 

Total of 114 areas showed im- 
proved activities for December, 
among which were 39 that regis- 





| 





tered gains of 5 per cent or more. | 


Number of cities closest to normal 


increased from 27 in November to 
32 in December. Only 24 of the 
147 cities failed to gain. Nine 
remained unchanged. 

Greatest gains made in Decem- 
ber were noted in six large popu- 
lation centers, which included 
Chicago, Detroit, New York, Los 
Angeles, Pittsburgh and Philadel- 
phia. This is the first time in 
several months that these same 
large cities have increased simul- 
taneously, reflecting improved 
basic business volumes practically 
all over the country. 

Another noticeable factor shown 
in the current report is the dimin- 
ishing number of declines and the 
reduced amount of each, com- 
pared with the report made a 
month ago. 

Greatest increases in December, 





compared with November, were | 
registered in the following trad- | 


ing centers: 


Augusta, Baltimore, Beaumont, | 


Buffalo, Cedar Rapids, Davenport, 


Denver, Duluth, Erie, Evansville, | 


Flint, Grand Junction, Harris- 
burg, Hartford, Louisville, Macon, 
Miami, Milwaukee, Minot, Nash- 
ville, New Haven, Oakland, Phoe- 
nix, Portland (Ore.), Poughkeepsie, 
Providence, Syracuse, Toledo, 


Waco, Wichita, Wichita Falls, | 


Wilmington and Worcester. 
Areas which were closest to 
normal in December were: 
Albany, Atlanta (Ga.), Austin, 
Bakersfield, Bangor, Beaumont, 
Billings, Boise, Charleston (W. 


Diesel Passenger Car 


Soon to Be Introduced | 
Columbus, Ind., Jan. 14. — An- | 


nouncement wy Clessie L. Cum- 
mins, Diesel engine designer of 
this city, that his company would 
introduce a passenger car engine 


of the oil burning variety within | 
the next few weeks, last week | 
brought a flood of inquiries to the | 


Columbus factory. Cummins stated 
upon his return from the Society 
of Automotive Engineers’ meeting 
in New York. 

Cummins’ announcement came 
on the anniversary of his historic 
run in the first known American 
Diesel-powered automobile which, 
on Jan. 6, 1930, he drove from 
Indianapolis to New York at a 
fuel cost of $1.38. He said negoti- 
ations were under way with 
manufacturers looking toward the 
supplying of chassis for the 
forthcoming Diesel passenger car. 


PROMOTION 
MATERIALS! 


Things that every dealer 
needs to promote his OWN 
business. The greatest array 
of worth while ideas—valu- 
able ideas that you can suc- 
cessfully use in promoting 
your own business. Make it 
a point to see it today. 


@ FREE EXHIBIT 


DETROIT-LELAND HOTEL 
COLONADE ROOM — Downstairs 
Cass Avenue Entrance 








Salem and Yakima. nounced today. December, 1930. ana, at Fort Wayne, Ind. 


BSEAPAK INSULATION 
a for SOUND and HEAT | 


YOU, MR. DEALER 


are the one most interested in the proper and complete in- 
sulation of the car you have to sell. You are the one who 
suffers from sales lost when the car is not properly noise- 
conditioned or insulated against heat entrance. 


The Trade is cordially invited to attend an exhibit of a 
scientifically insulated body. 


SUITE 932 


BOOK-CADILLAC HOTEL 
ALL SHOW WEEK 


The modern motor car design, more than ever, demands 
the use of an efficient insulation. 


SEAMAN PAPER COMPANY 


2867 East Grand Blvd. Insulation 410 No. Michigan Avenue 
Detroit, Michigan Division Chicago, Illinois 
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| Ness conditions, 
| jobs being shown by the truck 
| dealers offering an economically 


| have 
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11 Months Truck Sales Reach 379,816 


o-——- — 


General Business Upturn 


Reflected in Industry 


(Continued from Page 1) 


truck manufac- 
turers of the country have had a 
demand which has increased their 
business over last year. The in- 
crease in passenger car registra- 
tions was only 27 per cent up to 
Dec. 1. The truck registrations 
for the full year are expected to 
reach 400,000 units for the entire 
industry 

ADN’s prediction that 1934 
would be “A Truck Year” was not 
made to stimulate the commercial 
vehicle business. It was not set 
up as a slogan for the industry. 
It was based upon an improve- 
ment of general business condi- 
tions throughout thé country and 
from the standpoint of the con- 
dition and number of old trucks 


; in general use which needed re- 


placement. 

Many Replacements 
Statistics from the National 
Automobile Chamber of Com- 
merce, truck associations and 
other business organizations in 
every section of the country 


| showed that there were upwards 


of a million trucks to be replaced. 
Most of these vehicles were at 


| least eight years old. They were 


costing more to operate because 
of their mechanical condition and 
the bill for repairs to put them 


| into running condition pointed the 


way to the junk pile. They were 


| proving the point that it would be 


cheaper to buy a new truck than 
to repair the old one, and most 


of them had a total mileage which 
had already enabled the owners 
| to charge the initial cost off the 


books. Owners were also sensing 
the fact that the old truck was 
no longer an investment which 
could be brought up-to-date by 


| paint or repairs. 


With an improvement in busi- 
the bright new 


operated commercial vehicle at 


| lower prices, plus the fact that 
|} each new job could be a rolling 
| billboard, advertising the owner’s 


business, registrations began to 
increase. By May, truck buying 
began in earnest. The number of 


| brilliantly painted vehicles flash- 


ing here and there on the streets 
and country roads was changing 


| the depression blues at a rapid 
| pace. 
| the totals published by ADN, the 
| truck business has been 
| the business out of the hole. 


Each month, as shown by 


Bought Not Sold 
While 1934 registration figures 
exceeded every 
made in earlier in the year, an- 


| other point must not be over- 
| looked. 


The states which ap- 
peared to have been the heaviest 
sufferers from drought conditions, 
which was expected to interfere 
with truck buying, have shown 
increases in truck registrations 
which are almost unbelievable. 


| 
The western and southern states, 
| which seemed to be more serious- 


ly stricken than the others, have 


jumped their registration figures | 


to the extent that at no time 
since the start of the truck man- 
ufacturing business has. there 


| been such a response from these 
| Sections to the offerings of those 
| making trucks. 


They show that 
1934 was a truck buying year. 

The states showing the great- 
est gains in order of percentage 


| gain are: 


Nevada . 


New Mexico 
South Dakota. 
North Dakota 


. 3,734 


Nebraska 
Arizona ... 
Colorado 
Mississippi 
West Virginia 
Wyoming 
Louisiana .. 
Idaho . 


leading | 


estimate | 





| 
| 
1 


. 1,282 


_. 2,407 


The truck registration figures | 


given weekly by ADN contain a 
business romance. The figures 
shown herewith are for agricul- 
tural states. The only other states 
showing increase, and which are 
generally considered manufactur- 
ing states, are Ohio and Michigan, 
both of which show increases 
greater than the national aver- 
age. Outside of Ohio and Michi- 
gan, nine of the above named 
states actually doubled their reg- 
istrations of last year. They are 
the ones which dealers said would 
have no business. Going back to 
actual figures and taking the fig- 
ures for November alone, we find 
that for that month registrations 
doubled in some cases. The states 
making gains in November were 
Alabama, Illinois, Indiana, Missis- 
sippi, Montana, Nebraska, South 
Dakota, Vermont, Virginia and 


| ers represent five per cent of the 
total. 

| - It cannot be said that 1934 was 
|a truck selling year. It was a 
truck buying year and the inter- 
esting part of the story is that 
even though only a small per- 
centage of the dealers seem to 
have been alert to the sales pos- 
sibilities in sight, the manufac- 
turers were able to keep pace 
with the demand. Statistics 
gathered from various sources, 
and averaged, show that actual 
selling of trucks by dealers was 
not the effort it could have been 
even though the registration fig- 
ures show that Ford had a gain of 
64,024 trucks, 110 per cent; Chev- 
rolet, 53,595, or 55 per cent; Dodge, 
18,762, or 75 per cent; Interna- 
tional, 4,329, or 13 per cent; GMC, 
3,595, or 58 per cent; Diamond T, 
1,218 or 31 per cent; and White 


Selling Needed 


Statistics also show that only 
23 per cent of the dealers having 
truck franchises did any sort of 
a job other than order taking 
and that this small percentage of 





Wyoming, and for those who want 
more interesting figures the states 
of Arizona, Indiana, Montana and 
Nevada, almost tripled last No- 
vember’s figures while Nevada 
almost quadrupled the registra- 
tions of the same month last year. 
In the figures of the passenger 
car industry, while every state 
made a gain, only one state— 
Idaho—actually doubled its fig- 
ures in car registrations. 


Outstanding Gains 


Again the registration figures 
reveal another interesting side- 
light on how the truck business 
has profited. Ten states show a 
total of 185,042 units up to Dec. 
1, or practically 50 per cent of 
the total registrations of the coun- 
try. They are as follows: 


New York 
Pennsylvania 
Texas 
California 
Ohio 
Illinois 
Michigan 
Massachusetts 
Missouri | 
New Jersey .10,539 | 
Marketing the majority of these | 
trucks was accomplished through | 
passenger car dealers. Figures} 
show that the concerns which| 
did the volume job in filling or- | 
ders were the ones which had_| 
well established dealerships | 
throughout the country. These| 





| trucks for sale. 


dealers furnished their factories 
with orders representing 84 per 
cent of the truck business of the 
country. They also show the 
astounding fact that 25 per cent 
of the dealers, even with truck 
franchises, did not deliver a 
single job. These figures are 
startling. It shows a lack of sell- 
ing initiative on the part of the 
salesmen whose dealers have 
The figures are 
substantiated by a check of the 
salesmen of a large organization 
made recently covering the 
amount of business written by 
20,000 salesmen who had been 
working at least three months 
during the year for the dealers. 
Of this group less than one-half 
had sold only one commercial ve- 
hicle in that time and only 8.2 
per cent had written orders for 


| five or more units during the year. 


With the number of prospects in 
the market, it appears that the 
buyers who needed trucks made 


|} it a truck buying year. 


Equipment Market 
The prospects for 1935 are so 


tremendous that truck and equip- | 
ment manufacturers can profit-| 
ably put additional sales promo- | 
tional efforts into effect for the | 


salesmen. This increased market 
opens the way for manufacturers 
of hoists, winches, trailers, power 
take-offs, lighting equipment, 
trailer brakes, special bodies, 


concerns have the advantage in| tanks and scores of other items 


distribution, not only because of 
the number of dealer outlets, but 


| also because of low price, low cost 


of parts, and the fact that they | 
have produced highly efficient as 
well as economically 
units mostly in the %-ton and| 
the 1%-ton class. 


It is also interesting to note 
that 90.3 per cent of all trucks} 
were delivered by passenger car | 
dealers and that 85.5 per cent of | 
the total registration was deliv-| 
ered on orders secured through 
such concerns as Ford, Chevrolet, | 
Dodge and Reo, who sold exclu- 
sively through their own dealers. 
Twelve and one-half per cent of 
all trucks were delivered through 
representatives of organizations 
such as White, General Motors 
and International, who possess 
three distinct outlets, namely, 
branches, fleet sales departments 
and passenger car dealers. Their 
sales through passenger car deal- 


Unit Pct. 
Gain Gain 

380 166 
1,697 132 
1,198 126 
1,241 114 
2,128 105 
3,903 103 
2,640 101 
1,004 100 
2,448 100 
2,526 95 
2,685 94 

760 87 
2,324 85 
1,234 


1934 

608 
2,979 
2,144 
2,329 
4,154 
7,637 
5,230 
2,003 
4,853 
5,170 
5,524 
1,632 
5,056 
2,715 


1933 
228 


946 
1,088 
2,026 


2,590 
999 


2,644 
2,839 

872 
2,732 
1,481 


How They’re Sold } 
| 


83 | 


| to place information in the hands 
of the men on the firing line. 
Such information 
form, readily available, will en- 
able the salesmen to talk intelli- 


operated | gently and close the deals. 


Yet even though the selling 
effort was desultory in many re- 
spects, the registration 
bring to light 
romance. 
ords never equaled before and in- 


teresting to the manufacturer and | 
In Alabama | 
there was registered one truck to | 


It|. 
include a 


the dealer alike. 
each three passenger cars. 
brings up the question: “Did each 
automobile dealer in Alabama 
with a passenger car and a truck 
franchise get his share of the 
business?” The same will apply 
in Arizona, Florida, Mississippi, 
Nevada, Virginia, and South 
Dakota. 


In Maine, Idaho, New Hamp- 


shire, North Dakota, Vermont and 


Wyoming the ratio was approxi- 
mately one truck to two pas- 
senger cars, a record in the truck 
industry. The other states aver- 
aged one truck to each four, five 
or six passenger vehicles. Had 
the national average ratio been 
one to five, the industry would 
have gained another 30 per cent 
in volume. Had each dealer with 
a truck franchise taken orders 
on the average of one truck to 
each four automobiles, his profits 
would have reached a greater fig- 
ure than ever before. 


The dealer who recognizes that 
trucks should be one of his main 


1,267, or practically 200 per cent. | 








in condensed | 


figures | 
7 te ae ee the United States Advertising 








added profit departments can re- 
duce his overhead materially. 

One dealer sold 257 trucks last 
year. The profits on these sales 
was such that they account for 
27 per cent of his gross profit. 

ADN predicts 500,000 trucks for 
1935. Using the figures of last 
year as a basis plus the fact that 
there are 1,060,219 trucks in use 
that are eight years old or older 
and by adding the 259,834 trucks 
lost to registration because of 
economic conditions for the past 
three years, we have a potential 
market for 1,319,491 units. A 40 
per cent selling job will produce 
a volume greater than that of 
1929, which was the banner year 
in the truck industry, when 527,- 
057 new trucks were registered. 
The number of jobs lost through 
the depression will be retrieved 
through the general pick-up in 
business. 

The big increases will be in the 
%-ton and 1%-ton jobs for both 
the farm and general trucking in- 
dustry. The heavy-duty jobs for 
buses and intercity and interstate 
trucking will show increases in 
volume because of the replace- 
ments due for many vehicles now 
in use. 


Outlook Good 


Volume buying in 1935 will be 
more widespread than at any 
time since 1926, when, statistics 
show, the farmer was a big factor 
in the market. The buying ‘this 
year will not be concentrated in 
the larger industrial centers as 
was the case for the past two or 
three years. 

With the market going decid- 
edly to the %-ton and 1%-ton 
truck models, with their econom- 
ical first cost and lowered operat- 
ing costs, dealers holding truck 
franchises will find it to their ad- 


| vantage to train their sales forces 


to handle the buyers more effi- 
ciently and add to their profits. 


Will Ratertain 
Graham Dealers 
At a Luncheon 


Detroit, Jan. 13.—More than 400 
Graham dealers will be enter- 
tained at a luncheon of the 
Graham - Paige 
Motors Corp. at 
the Book-Cadil- 
lac Hotel Wed- 
nesday at 1:00 
p.m. 

Speakers will 
include Joseph 
B. Graham, 
president of 
Graham - Paige 
Motors Corp.; 


. Robert C. Gra- 
ham, executive 


R. C. Graham é ‘ 
vice - president; 


Edward R. Wade, vice-president 


» 


Corp., and “Senator” Edward 
Ford, New York humorist. A. I. 
Philp, vice-president and _ sales 
manager, will be toastmaster. 

A musical program, which will 
large orchestra and 
double quartet, will be a feature 


of the entertainment. 


Reo Commercial Sales 
Gain 111.6% in 1934 


Lansing, Mich., Jan. 13.—Reo 
Motor Car Co.’s total sales of 
commercial vehicles during 1934 
gained 111.6 per cent over the 
1933 total. The addition of light- 
er half-ton commercial units jus- 
tifies anticipation of even greater 
gains during 1935, according to 
A. L. Strubel, sales manager of 
the Speedwagon division. 

Capacities capable of handling 
more than 98 per cent of all mod- 
ern transportation needs are in- 
cluded in the present Reo range, 
which extends from the half-ton, 
six-cylinder delivery unit up to 
the eight-cylinder tractor-trailer 
unit, the gross rating capacity of 
which is 32,000 pounds. 
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NADA First Detroit | 


| 


Meeting Gets Under Way 
peer | 


(Continued from Page 1) 


executive director of the Nationa: 
Emergency Council, as the fea- 
tured speaker. 

And speaking further of this 


function, it was made known by | President 


Derr that it will be radically dif- 
ferent in one respect from its 
forerunners, in that only five men 
will be seated at the speakers’ 
table. They will be Richberg, 
James H. Gheen, the other orator 
of the evening; F. W. A. Vesper, 
president of the NADA; Abner E. 
Larned, Michigan director of the 
NRA, and Aaron DeRoy, presi- 
dent of the Michigan Automotive 
Trade Assn. 
Five Speakers Only 

The policy in the past has been 
to grace the head table with all 
the celebrities who could be 
rounded up, and the number 
mounted consistently from year 
to year until at the 1934 banquet 
it attained a climax of some 250, 
who lined three of the four walls 
of the Hotel LaSalle in Chicago. 

Yesterday’s preliminaries to the 
actual opening of the convention 
included a meeting of the sub- 
committee on factory-dealer re- 
lations, followed in the afternoon 
by a session of the NADA execu- 
tive committee, whose recom- 
mendations were completed for 
submission to the board of direc- 
tors. The directors gathered this 
morning to formulate their plan 
of action for consideration of 
members at the sessions of the 
general membership this after- 
noon and tomorrow. 

No word was given out as to 
conclusions reached by the fac- 
tory-dealer subcommittee beyond 


stating that this group went 
thoroughly into the topic of 
“equitable contracts.” All rec- 


ommendations will be submitted 
to the factory and dealer bodies, 
and 
sire will be to settle 


it was stated that the de- | 
differences | 


through negotiation and co-oper- | 


ation rather than by airing them 
to the public. 
Favor Better Discounts 
It is known that sentiment 
among a large majority of deal- 


| 


| 


ers is in favor of better discounts | 


on “accessory packages”; in fact, 
as good discounts as in the case 
of motor vehicles. There is op- 
position among them to discrimi- 
nation in this matter. 


Announcement regarding de- | 


cisions and recommendations de- | 
} son, 


cided upon at the three-hour ex- 
ecutive committee meeting was 
also withheld, since approval of 


Plymouth engineers cut away the side of a motor and faced it with 
glass to demonstrate the directional circulation of the full length 
water jackets. 





| Ralph Hult and Warren Snell. 
| Haen 
show. 


How It Works 


the directors and later the reac- 
tion of members must be received 
vefore definite action is taken on 


any of the _ points’ discussed. 
Vesper declared that | 
practically all phases of dealer | 


operations were thoroughly cov- 
ered by the executive committee. 

Called to order by President 
DeRoy of the MATA, who de-| 
livered an address of welcome in | 
behalf of the Detroit and Michi- 
gan trade, the opening session | 
this afternoon was also featured | 
by the extending of greetings 
from the City of Detroit by 
Mayor Frank Couzens. 

These formalities over, Presi- | 
dent Vesper of NADA introduced | 
all members of the board to the} 
convention, continued with the| 
appointment of committees and 


then launched into his annual 
report, which had been eagerly 
awaited. 


As had been expected, a lively | 
part of the afternoon’s proceed- | 
ings was the solicitation from} 
members for questions to be dis- | 
cussed in the open forum tomor- | 
row afternoon. 

Future Plans 

The day’s session wound up| 
with an address by Walter B. 
Weisenburger, executive vice-| 
president of the National Assn. 
of Manufacturers, New York. 

Much thought is being given to 
the fact that the NRA will go out 
of existence unless renewed by 
action of Congress. Those in 
charge of NADA affairs are at 
pected to be in a position to con- 
tinue, with the approval of the 
trade, a program aimed at main- | 
taining what they consider its | 
most constructive features. At | 
all events, they are set to continue 
a battle for what one leader called | 
profitable operation for dealers. 

It is also stated in official cir- 
cles that there is a willingness to | 
revise the allowance scale on used | 
ears in the NADA Official Used | 
Car Guide, by changing it to a 20 | 
per cent “spread” instead of the | 
present 5-10-15 per cent basis, in | 
the event that dealers want such 
a revision of the figures. 


Madison Show 
Madison, Wis., Jan. 13.—Madison’'s 
1935 automobile show will be held 
Feb. 14-17 in the Fuller & Johnson 
sidg. The committee in charge 
arranrements includes O. S. Jacob 
Paul Kayser, George Keating, 
es 
the 


ot 


publicity director for 





Glass Company 


| indicate a more hopeful outlook 


| during 1934 over the year previ- 
| ous I believe there will be a 
liberal increase of at least 15 per 
cent in the sales of such during 
the year 1935 over last year. 
Certainly a very large number 
of the passenger as well as com- 
| mercial cars now in operation 
| On our streets and country roads 
must be replaced. 


Attendance At 
Graham Exhibit 
Breaks Records 


Detroit, Jan. 13.—Attendance at 
the Graham exhibit in the New 
York Automobile Show during the 
past week broke 


Looks to Rise 
Of 15% in 1935 


By F. W. JUDSON 


Director of Sales, Pittsburgh 
Plate Glass Co. 





Re- 


eee eee = Engineers to Discuss an’ Jean 
ports ur warehouses, | a! ° ords, Josep q 
|located at leading distributing | Uses of Nickel Alloys Graham, presi- 
| points throughout the country,; New York, Jan. 13.—G. F. dent of Graham- 


Geiger, development and research Paige Motors 





for an increased business in 1935|department, The International Corp., an- 
than was the case a year ago.| Nickel Co., Inc., will be guest nounced today. 
During the past year building| speaker at the Jan. 17 meeting of Graham em- 


phasized that all 
signs point to a 
substantial in- 
crease in auto- 
mobile sales 
over last year. 

He added that production 
schedules have been geared up to 
meet a record number of unfilled 
orders. 


activities were at a very low 
point, and while the government 
has made plans for greater build- 
ing activity, it is my opinion this | 
will develop slowly. 

Under conditions existing dur- 
ing the past few years a much 
greater percentage of the glass 
used, as well as varnishes, lacqu- 


the Springfield Engineers Club, 
Springfield, O. 

He will discuss a number of 
nickel alloys and will show how 
the special properties of each 
have been adapted to specific ap- 
plications in industr He will 
include in his talk, among others, 
Monel Metal, the copper - nickel 





J.B. Graham 


ers, etc. has been used by the/ alloys, the high nickel irons for 
automobile manufacturers, bus,| low expansion, magnetic or elastic “We are preparing for one of 
body and truck builders. While| properties, and the nickel-chrom-|the best years in our history,” 





sales of such equipment increased! ium iron heat resistant alloys. he concluded. 












They're Going to Scrap 


1,000,000 
TRUCKS! 


A *700,000,000°2 Dealer 
Opportunity! 


More than a million trucks now on America’s highways are over six years 
old. Most of them are virtually obsolete —seven, eight, nine years old and 
older. They must be replaced soon! 





Hundreds, perhaps thousands, of these old trucks are in your territory. 
What an opportunity for the truck dealers in your town! If you’re not one 
of them, take on a truck line right now. Get your share of this profitable 
business in 1935. 


Car dealers now handling Federal Trucks are making money. With the Federal 
line, they are able to go after all the business; not just the light truck market, 
not just the heavy truck market—but the entire market. The Federal line is 
complete. There is a model to fit the needs of every prospect. There are 
low-priced models for the volume market and, more important, there are 
heavier, higher priced models for the more profitable market. 


Get all the facts while you are in Detroit. See us at the show or at our head- 
quarters in the Book Cadillac Hotel. Better yet, come out to the factory. 
Learn about Federal’s plans for 1935. Let us tell you about the profit possi- 
bilities of the Federal franchise for your territory. 


FEDERAL MOTOR TRUCK CO. 
Phone LAfayette 4800 


Factory — Federal Avenue, Detroit . 


Display at the Show — Space 4 


HEADQUARTERS AT BOOK CADILLAC HOTEL, ROOMS 1118-19-20 


TRUCKS 
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Detroit Burns 


the Candle 











For Auto Week Visitors|Courtesy Invitation 


Detroit, Jan. 14.—Detroit, figura- 
tively extending the glad hand to 
the many men of the automobile 
industry now in the city to par- 
ticipate in Detroit’s first national 
auto week, is well supplied with 
places to go after the “curfew 
tolls the knell of parting day.” 


It is to be regretted that at 
present there is not a musical 
comedy running anywhere in 
town. However, some of the mov- 
ing picture houses, including the 
Michigan and Fox in the down- 
town area, have stage shows 
boasting talent formerly featured 
in the best musical comedies that 
ever bluffed a smile across the 
footlights. 

A partial list of the night in- 
cludes Oriole Terrace, on E. Grand 
Bivd., a few doors east of Wood- 
ward avenue, in what is termed 
“Uptown Detroit.” The Society 
of Automotive Engineers will hold 
its show dinner here next week, 
during the SAE convention; the 
Commodore Club, 72 Peterboro, 
just off Woodward avenue, less 
than a mile from the hotel dis- 
trict; La Parisienne, 48 Lothrop, 
one block north of Grand Blvd., in 
the General Motors Building 
neighborhood; in the same neigh- 
borhood, Charlie Fisher’s, at 666 
Lothrop, across from the Fisher 
Building. 

Near Convention Hall, where 
the automobile show is being held, 
is Forest Gardens, just around the 
corner from the Hall. Down- 
town, across from the City Hall, 
is the English Tavern, under the 


management of John Duval Dodge. 


Other places to go for those who 
like fast music with their soup 


are the Cocktail Grill of Webster | 
Hall, corner of Cass and Putnam; | 


Club Powatan, 124 Davenport, just 
north of the downtown district; 
The Cocktail Bar of the Seward 
Hotel, on Seward ave., near the 
Boulevard; Pioneer Club, 8777 E. 
Jefferson ave.; Marine Room of 
the Whittier Hotel, on E. Jeffer- 
son; Northwood Inn, featuring 
roadhouse dinners, 12% miles out 
Woodward ave., Club Oasis, with 
a merry-go-round bar, at Green- 
| field and Plymouth rds.; the May- 
fair room of the Book-Cadillac 
| Hotel; the Cocktail Lounge of the 
Fort Shelby Hotel, and the Cock- 
tail Grill of the Detroit-Leland 
| Hotel. 


L WALTONS 





Black and Tan outside 
New York, and 


Boy! What a Show! 
Specially staged for 


MIX YOUR OWN! 


You Need This Handy Hospitality Bar 
Wherever You Are... At 
Hotel or Home. 


50 Different Cocktails can 
of this Asco Bar. 


be made from the contents 


Recipes are printed right 


on the back of the Bar. 


CONTENTS 
4-5 Qt. Straight Rye Whiskey 
4-5 Qt. Distilled Dry Gin 
4-5 Qt. Vermouth 
2 oz. Orange Bitters 
2 oz. Cocktail Bitters 





90 


Complete 


$ 


AT ALL STATE LIQUOR STORES AND SPECIALLY DESIGNATED DEALERS 
UNION DISTILLERIES CO., DETROIT 


This advertisement does not offer this product for sale in dry states; 


offered for sale only in compliance 


with all State and Federal Statutes. 










extended to all 


'NADA DELEGATES 
® 


Dinner - Dancing - Entertainment 
Cocktail Bar 


Floor Show with 30 gorgeous girls 
and galaxy of stars. 


Moderate 


Prices 


Cocktails. . 35c 
Dinner. . $1.25 
ONLY 


ORIOLE 
TERRACE ie 


East Grand Boulevard at Woodwerd 
Just East of General Motors Bidg. 





DETROIT'S 


We Urge Your” Making 


EARLY RESERVATIONS 
Phone Trinity 2-0100 


Annual SAE Carnival Here Jan. 18th 














The Meeting Place for . . 


AUTOMOBILE EXECUTIVES 


The ideal rendezvous to entertain—to dine—to get together 


reminiscences 


Private Dining Rooms 
Finest Selection of Foods and Liquors 


BURWELL JONES’ 


LA PARISIENNE 


(One block north of General Motors Bldg.) 


48 LOTHROP + - 





JOHN DUVAL DODGE 


INVITES 


we. ss 


Nation’s Automobile Men 


TO DINE AND TOAST THEIR 
FRIENDS AT... 


by? Onglish Se suias 


‘‘DETROIT’S FINEST’’ 
LIQUORS 


Nema 


25 FORT STREET 
Opposite City Hall 


DETROIT 























with old friends 


» « MANUFACTURER’S AGENTS 
-- ADVERTISING 
. . PUBLISHER’S REPRESENTATIVES 
for those 
exclusive atmosphere 


NADA and SAE / 
DELEGATES¢ 


Your business trip to Detroit 
won’t be complete until you have 
been to 





C. H. FISHE 


666 LOTHROP 


TRinity 28541 Clu 


b Powatan 


124 DAVENPORT 


2) 6 Blo ks South of Convention Hall 
e Se . Between Woodward and Cass 
a 


Cocktail Lounge and Bar 


Floor Shows 
(Booked direct from N. Y.) 


Dinner and Luncheon 
Open 10:00 A.M. to 2:00 A.M. 


Exclusive Atmosphere 
a 
SPECIAL ARRANGEMENT 
FOR PARTIES 


° 
Automobile 


‘Executive Headquarters’ 
Meet Your Friends Here 


Finest of Foods 
and Liquors 


= 


Private Dining Rooms Between CLUB 
Ly aan POWATAN D = 
e - avenpor 
for Small Parties “tion Hall 





Aristocrat of Detroit’s Clubs 


MEN and 


secluded 


in a 





No wonder 
Clyde and his 
Dons are Hollywood’s favor- 
ite tunesters! They’re stars 
themselves. Movie. Radio. 
Their music gets you, head 
and feet. Now dashing. Now 
suave and seductive. You'll 
thrill to the close-harmony 
glee club, the seven-violin 
chorus, the exotic marimba. 
Come dine, dance, sip, sup. And 
watch WILKINS and MEYERS 
dance. Tonight! Cover charge 
(after 10) is 50c, on Saturdays 
and holiday eves, $1. 


HOTEL 


ook-Cadillac 


J. E. Frawley, General Manager 
Wm. J. Chittenden, Manager 


Directed by National Hotel Manage- 
ment Co., Inc., Ralph Hitz, President 


- TRinity 2-9146 





Welcome! 


Out-of-Town Dealers 


THE 
COMMODORE 
CLUB 


Trinity 2-8900—72 Peterboro 
“Detroit’s Gayest Night Spot” 


Serving only the finest of food 
and drinks. Always a great 
floor show. Frank Gagen and 
his boys furnish the dance 
music... “nuf said.” 


Dinner, $1.50 





acini wiieeniiaiaiieea aa 


After-Theatre Supper, $1 











Detroit, Jan. 13.— Chevrolet’s 
high command comes from the 
eastern show circuit to resume in 
the company’s home city the vig- 
orous fight for business for which 
their field forces, dealers and 
salesmen had been trained for a 
month prior to the opening of the 
Palace Jan. 5. The results of this 
course of sprouts through which 
these men were put by Bill Hol- 
ler, general sales manager, and his 
assistants, H. H. Hatch and Felix 
Doran jr., already are showing in 
the sales reports from New York, 
Philadelphia and other eastern 
points where shows were held last 
week. 

Early Preparations 


Holler took time by the forelock 
in getting ready for the show bat- 
tles. As far back as Dec. 10 he 
started the wheels turning. At 
that time he held a national con- 
vention in Detroit of his entire 
wholesaling organization, brought 
here from all points of the com- 
pass. This affair lasted two days 
and the field men were made 
thoroughly familiar with the com- 
pany’s plans and details of the 
new line. This was followed im- 
mediately by 10 days of dealer 
meetings here, a fresh lot each 
day. Each Meeting started at 
nine o’clock in the morning and 
lasted until eleven at night, with 
a special luncheon and a big ban- 
quet each night. One can under- 
stand the strain that was put on 
Holler and his associates by these 
10 meetings. 

In preparation for the New 
York show the 1,500 salesmen in 
the Metropolitan area were given 
intensive schooling for two days 
on their sales talk in the Palace. 
Not satisfied with this Holler ex- 
tended this schooling for the 
shows throughout the country. 
The 24,000 men who sell Chevro- 
let cars at retail were given four 
days of tutoring in 43 different 
schools throughout the United 
States. 

Then came the Chevrolet public 
display of the new models in 
Detroit on the eve of the New 


York show itself, for which an 
actual attendance of 155,000 in 
Convention Hall was _ claimed, 


with 65,000 on the Sunday that 
wound up the display. 
Dealers Pay Honor 

That Holler has his dealership 
back of him to the last man and 
that he has won for himself the 
respect and admiration of all of 
them was shown at New York 
when the Metropolitan dealers 
threw a party for him in the Cen- 
tral Park Casino and insisted on 
paying the bill themselves. 

Two nights later Bill Holler 
was taken to a similar dinner by 
the Tarrytown zone and a day 
later was given the unique honor 
of being taken to Philadelphia in 
a private car over the Pennsyl- 
vania lines and brought back the 


same night in the same royal 
style. 
This loyalty of the Chevrolet 


dealer body has been won in 15 
months by this Holler, whose rec- 
ord shows that in 1934 his domes- 
tic sales totalled 705,960 cars and 
trucks, as against a count of 
582,444 in 1933. The increase of 
123,516, Holler points out, 
than the total volume of 33 of the 
35 other automobile manufactur- 
ing concerns in this country. 
Particularly interesting in thi 
saga of Holler is his statement 


that in 1934 his 10,000 dealers and | 


their 24,000 salesmen did so much 


business that the dealership as a | 


whole showed net profits of close 
to $20,000,000, second only 


is more | 





in | 


Chevrolet history to the boom | 


year of 1929. 

Modestly Holler attributes this 
remarkable profit to three things: 
First, an experienced and capable 
wholesaling organization which 
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Holler Gets to Fundamentals in Sales Training 


Places Staff’s Welfare 
Above Wholesale Volume 


By CHRIS SINSABAUGH 


has a most sympathetic under- 
standing of dealer problems and 
a desire to help those dealers. 


| Second, the strongest dealer body 


that ever has been gathered to- 
gether. Third, a retail selling 
organization that numbers 24,000 
salesmen. 

“I’m building a quality dealer or- 
ganization,” says Holler, “rather 
than quantity. I’m striving to 
establish stability and _ security 
for our dealership and I am doing 
everything I can to protect the 
investments of the men who buy 
my goods. I won't jeopardize the 
working capital of the dealers. I 
think this is a policy that already 
has demonstrated its value. One 
proof is the fact that these deal- 
ers made $30,000,000 net profit last 
year.” 

Associates of Holler point to the 
dealer parties given last week in 
New York and Philadelphia to 
the sales manager as proof that 
Holler has back of him every man 
who holds a Chevrolet franchise. 


For Value Received 





Automotive Daily News Photo 


R. H. Grant, vice-president of General Motors Corp. (right), tells Bill 

Holler, general sales manager of Chevrolet, of the esteem in which 

he is held by the corporation, while M. E. Coyle (left), boss of 
Chevrolet operations, lends a willing ear. 


think more of the dealers and 
their interests than he does in 
wholesaling our output.” 


“He’s one of the few chief sales 
executives who really is dealer- 
minded,” they say. “He seems to 
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Chevrolet Men 
Get Awards in 
Display Contest 


Flint, Mich., Jan. 13. Prizes 
totaling $500 have been awarded 
to dealers’ parts department man- 
agers whose special window dis- 
plays were adjudged winners in 
the Chevrolet Motor Co.'s Christ- 
mas accessories contest. M. D. 
Douglas, who heads the newly 
created parts and accessories mer- 
chandising division, announced 
that the judges—William Hart- 
man, display counsellor; Walter 
Fry, manufacturer, and George 
N. Diederich, publisher — named 
the following as winners of the 
main prizes: 

First prize, Faye Fisher, Carl- 
son Chevrolet Co., Wheaton, IIL; 
second, J. H. Steffy, Lititz Springs 
Garage, Lititz, Pa.; third, E. Jen- 
sen, McKinnon Chevrolet, Enum- 
claw, Wash.; fourth, McNees Mo- 
tor, Inc.. McComb, Miss.; fifth, 
Mack Holstein, Yonkers Motors 
Corp., Yonkers, N. Y. 


NATIONAL BANK 


STATEMENT OF CONDITION, DECEMBER 31, 


Cash on Hand and Due from Other Banks 
United States Government Obligations, direct and/or fully oumaniend 


OF DETROIT 


rciareaiiesiataas 





Federal Intermediate Credit Bank Securities 


Other Securities 


Stock in Federal Reserve Bank 


Loans and Discounts 


Real Estate Mortgages . 


Overdrafts 


Accrued Interest ecitnehtaesties and Prepaid cea 
Customers’ Liability Account of Acceptances and Letters of Credit 


Other Resources 


TOTAL RESOURCES 


Deposits: 


Commercial, Bank and Savings ee 7 


LIABILITIES 


Deposits secured by Pledge of U. S. Government endless 


Treasurer—State of Michigan 
U. S. Government 


1934 


$ 93,628,337.10 
148 ,734 ,657.64 


$242 362,994.74 
8,393,787.93 
2,295 ,296.18 

675,000.00 
39,283 ,008.55 

9 ,262,787.90 
6,305.12 
1,414,864.09 
596,784.08 

155 860.10 

$304 ,446,688.69 





$236,705 ,367.59 


9,713,162.90 


} : 9 771,330.67 

Comptroller of the DisnisaniinMines Site ala 2,580,726.71 

Funds of Trust Department— National Bank of Detroit 715,196.30 
4,207, 127.03 $263,692 ,911.20 


Other Public Deposits . a 
Receiver’s and Trustees’ Dividend lini Accounts 


Capital Account: 


Preferred Stock (Paid in) 
Common Stock (Paid in) ea ‘ 
Surplus (Paid in $5,000,000. 00— Earned $750, 000. 00) 
Undivided Profits (Paid in) ; 
Undivided Profits (Earned) 


Reserve for Common 


Stock Dividend No. 1, payable Feb. 1, 1935 


Reserve for Expenses and Preferred Stock Dividends 


Reserve for Contingencies 


TOTAL LIABILITIES 


Our Liability Account of Nii ini and I etters of Credit 
> + 
DIRECTORS 


JOHN B, FORD, JR. 
JAMES S. HOLDEN 
JAMES INGLIS 
WILLIAM S. KNUDSEN 


ALFRED P. SLOAN, JR. RK. PERRY SHORTS 


TRUST DEPARTMENT 








13,538 ,636.31 


$ 11,750,000.00 
5 000,000.00 

5 750,000.00 
2,500,000. 00 
458,073.90 


25,458,073.90 
500,000.00 

368 ,286.31 
290,316.89 

598 434 (8 
$304, 446.088. 69 





. S. McLUCAS 

- McMILLAN 

“MONAGHAN 
VLEY REED 


This bank acts as Trustee, Executor and Corporate Agent 
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Dealer Finds F eeder More Asset Than Main Store 


Rent Per Car Much Less 
At Neighborhood Station 





By E. 
Detroit, Jan. 13.—More evidence ; 
of the increasing value of the| 
neighborhood, or feeder - type, 


sales and service stations is given 
in a statement made by a local 
low-priced car dealer 


This statement indicates that 


the Main street showroom, be- 
cause of its similarity to adjoin- 
in g buildings | 

NEIGHBORHOOD is losing value. 
Further, there 

SALES AND is very little 


SERVICE PLAN | 


floor play due to 
a lack of park- 
ing facilities. 





This dealer 
has checked his 
sales income 
against his rent 
and light ex-| 
more dollars penses in_ his| 
for dealers/\| feeder _ station. 

He finds that) 
returns from sales alone in his | 
new station practically justify | 
closing the main plant. The 


survey disclosed that the rent in 
in the main store amounted to 
$33.33 per new car sale, compared 
to $3.36 per car sold at the feeder 
station. 

The accompanying statement 
shows that during November 
only three prospects entered the 
main store, while salesmen at 
the feeder station interested 216. 

It is interesting to note of the 
216 prospects only 55 were own- 
ers of the make of car he handled. 
There were 104 persons who drove 
cars in the same price class, and 
71 of the 216 had cars three to 
five years old, which, when new, 
were in the $1,000-or-over price 
class. To these he sold nine cars 
during the month, and feels that 
he will be able to get orders for 
25 more before spring. 


He believes that of the pros- 
pects found at the feeder station, 





those owning cars that sold a 


few years ago above $1,150 are| 
his best prospects. This is true, | 
he says, because these people, 


for economic reasons, have been | 
forced to drive their cars during 
that time without change. They 
are now willing to trade their | 
cars at the book prices, believing | 


that the car has served its use-| 
fulness as a transportation me- 
dium. 

During November he sold 29 
cars at the feeder station. He 
also delivered 15 cars from the} 
main store to prospects who were 
found at the feeder station. He 
did not sell a single car to the 


three persons who inquired at} 
the main plant. 
Outside of the sale of new and} 


used cars at the neighborhood 
station, this dealer has become 






; p.m. 


M. LUBEC K 


a disciple of service, something 
he formerly believed was merely 
|a@ necessary evil of the retail 
automobile business. The feeder 
is completely equipped to enable 
| him to service all makes of cars. 

His canvass for service among 
| the neighborhood car owners, 
| representing over 1,000 cars of 
various makes, has resulted in a 
service volume accounting for a 
big percentage of his net profits. 
This new service volume has be- 
come of such a great size that 
he now feels that the original 
station plans left too little space 
for the service department. He 
is now making arrangements to 
handle the growing service. It 
is a great surprise to him, he 
says, to find that he is doing 
more service on foreign makes 
than on cars of the line he is 
handling. 

He has placed a light bill 
budget of $20 on his main store, 
closing it during the evening, 
while the feeder station averages 
$67.50 per month. Previously, the 
main store averaged $700 a year. 
The feeder station, however, with 
its 24-hour service, more than 
pays its increased lighting cost. 
Gasoline and oil sales during the 
night cover the cost of lighting, 
and the average service returns 
from the station net him a good 
profit. During November, for ex- 
ample, the greasing department 
handled more than 185 transmis- 
sion and rear axle lubrications. 

The following summary presents 
a picture of what the neighbor- 
hood service plan has meant to 
him: 





Main Store Feeder Station 
$500 Rent $97.50 
$ 20 Light $67.50 
3 Show Room ; 
Fieor Play —s ... « s» 
Contacts at the 
Gas Pumps 216 
0 Cars sold to show 
room callers... 
Cars sold after 
contacts at the 
gas pumps 29 
15 Cars sold to show 
room 
prospecte sig. s ss 
|M ain _ store Feeder station | 
value decreas- value _increas-| 
ing. Rent on ing. Rent on| 
basis of new basis of new 
cars sold, $33.33 cars sold $3.36 
per car. per car. 
Light bill re- Light bill  in- 
duced because creased because 
of lack of night of 24 hour ad- 
floor play. No vertising value. 
cars sold or 15 new cars sold 


prospects ob- 
tained after 6 


to prospects 
contacted at 
night. 


Chevrolet Chassis Demonstration 








_ASM Meet to Discuss 





Ceadeai Chassis ee 





J. M. (Pat) O’Dea, new owner of the Graham-Paige Co. of Michigan, demonstrates the Graham chassis 


to a crowd of Detroit Show visitors. 





Sloan Supports 
Reeves’ Denial 


of Code Attack 


(Continued from Page 1) 
man of the National Industrial 
Recovery Board, on the subject, 
Reeves is reported by NADA con- 
vention headquarters here to 
have denied to Vesper that the 
manufacturers were attacking the 
motor vehicle retailing code. 


The text of Sloan’s telegram 
from New York to Vesper is 
given out by the latter as follows: 

“Replying your wire with re- 
spect your message to Alfred 
Reeves would state am confident 
letter referred to has reference to 
code’s dealing with manufactur- 
ing automobiles and otherwise it 


is not intended have reference 
dealers’ code. That’s my position, 
anyway.” 


Cast Iron Hardening 
New York, Jan. 13.—J.S. Vanick, 


| development and research depart- 


ment, The International Nickel 
Co., Inc., will be guest speaker at 
the Jan. 14 meeting of the New 
Jersey Chapter of the American 


Society for Metals. 


Vanick will discuss the relative 
merits of casting against chills 
cyaniding, nitriding, heat treating 
and alloying, and will outline re- 
cent developments in each of 
these processes. He will also de- 
scribe practical commercial appli- 


. . e 
cations of each of these methods. 
i 


This crowd is gathered around the Chevrolet chassis exhibit at the Detroit Auto Show. The salesman 
is demonstrating the improved safety features. 








Special Show Displays 
Exhibited by Pontiac 


Detroit, Jan. 13.—Pontiac Mo- 
tor Co. has gone into the business 
of providing special displays for 
auto shows in a big way this 
year. Four sets of special auto 
show displays were prepared at 
the factory and now are in vari- 
ous parts of the country where- 
ever there are major shows. 

The complete routing of each 
set of display material was ar- 
ranged before any of the displays 
left the factory, in order to take 
into consideration the importance 
of each show. Even these four 
sets of special cut-out chassis, 
motors, brake displays, knee-ac- 
tion exhibits, etc. were split up 
further after the initial showings. 
The New York special display, 
for instance was broken up three 
ways. Part of it went to the 
Brooklyn show, part to the Phil- 
adelphia show and one _ piece 
came to Detroit. The balance of 
the special display at the Detroit 
show came directly from the fac- 
tory. 

St. Louis was the starting point 
for another set of special exhibits, 
including a Pontiac straight eight 
chassis and a cut-away six cyl- 
inder engine. Los Angeles was 
the starting point for the fourth 
group of Pontiac auto show spe- 

cial displays. 

In addition these 


to special 


ach Pontiac zone is 
duction chassis and a 
eight cylinder production chassis | 
for use in local zone shows and 
other display activities. 

The four groups of special fac- 
tory display exhibits are manned 
by teams of carefully trained ex- 


the show crowds regarding every 
detail of Pontiac design. 


Plans to Bring Back 
Diesel Racing Record 
Indianapolis, Ind., Jan. 13. 
Plans to bring the Diesel motor 
straightaway record back to the 
United States from England, 
where it is now held at 120.34 
miles an hour, have been an- 
nounced here by Dave Evans, vet- 
eran racing driver who piloted 
the first Diesel in the Indianapolis 
500-mile race four years ago. 


in a shop in Indianapolis, did not 
kind of Diesel he 
would use although he said it | 
would be one not _ previously 
identified with speed activities. 


disclose the 


chassis which is being rebuilt for 
the record attempt at Daytona 
Beach, Fla., next month. 





cut-away and moving exhibits, | 
provided | 
with a special six cylinder pro-| 
special | 


perts who are prepared to inform | 


Evans, who is preparing his car | 


®@ 


Body Salbdeve 
Increase Call 
For Hard Wood 


Chicago, Jan. 13.—Despite the 
greater use of steel for motor car 
bodies during the past few years, 
lumber wholesalers here point to 
the development of increased de- 
mand from automobile body 
builders for hardwood. They cite 
the prospect for an even more 
pronounced demand in this direc- 
tion as an important factor in the 
stimulus to hardwood volume. 


A report just released by the 
National Lumber Mfg. Assn. 
shows that for the week ended 
Dec. 29, orders were far ahead of 
shipments and even more greatly 
in excess of production at the 
mills. 


The survey, based upon the 
records of 1,179 mills, places out- 
put at 78,393,000 feet, shipments 
at 116,946,000 and orders at 151,- 
536,000. This disparity is declared 
to indicate that the mills failed 
| to calculate the demand and as a 
result will be compelled to step 
up sharply on both production 
| and shipment schedules. 








Expands Clutch cdma 


Middletown, Conn., Jan. Rus- 
| sell Mfg. Co. has oe oo = out- 
right purchase the clutch plate and 
clutch service parts division of the 
Burgess-Norton Mfg. Co., Geneva, 
Ill., and will continue the manufac- 





ture, sale, and merchandising of the 

| Burgess-Norton clutch line, merged 
| with the present Russell line of 
clutch plates. This sale does not 
effect the other B-N products, which 
will be continued as heretofore. 





YOU MAY WIN 
$50.00! 


Any dealer who visits this 

exhibit may win a prize worth 

up to $50.00. You'll win any- 

way, because you'll get many 

worthwhile ideas from this 
amazing exhibit of Dealer 
Needs. Come in today. No 
obligation. 


@ FREE EXHIBIT 


He has purchased a special racing ‘DETROIT- LELAND HOTEL 


COLONADE ROOM—Downstairs 
Cass Avenue Entrance 














New England 
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Safety is Emphasized 
In 1935 Construction 


Industries 


Prepare for Heavy Year 


Springfield, Mass., Jan. 13 - 
Southern New England manufac- 
turers whose products are used 
in the automotive industry are 
facing 1935 with every reason for 
optimism as the demand for parts 
and accessories increases with 
climbing car production. 

A number of plants in Massa- 
chusetts and Connecticut have al- 
ready reported marked increases 
in orders and there is a tendency | 
to improve manufacturing equip- 
ment in order to be prepared for 
further increases during the year. | 


Van Norman Machine Tool Co., 
of this city, which recently intro- | 
duced a new milling machine for 
tool rooms and pattern shops, is | 
reported as anticipating good vol- | 
ume during 1935. The new ma-| 
chine, for which a good demand 
is expected, retains the adjustable 
cutter head and movable ram 
typical of Van Norman manufac- | 
ture. 


Greenfield Busy 
Greenfield Tap & Die Corp.,| 
Greenfield, Mass., is now operat- | 
ing under a capital readjustment | 
plan which has been approved by 
more than 90 per cent of the pre- 
ferred stockholders. The plan in- 
volves an exchange of eight per 
cent preferred stock on which 
cumulative dividends were in ar- 
rears, for a new issue at six per 
cent with limited cumulative pro- 
vision and an additional share of 
convertible preferred stock. The 
new set-up is expected to help 
the company by reducing the ac- 
cumulated dividend amount and 
at the same time give stockhold- 
ers an earlier return on their in- 
vestment. 

An improved coupling for hose 
used in pumping lubricants and 
other fluids under high pressures 
has brought a rapid increase in 
sales for the Reda Mfg. Co., 
Springfield, manufacturer and 
distributor of various specialties 
used in automobile service sta- 
tions. 

The new Reda coupling is in de- 
mand for high-pressure greasing 
units used by leading oil com- 
panies and operators of gasoline 
stations and other service stations 
throughout the country. Addi- 
tional machinery will be installed 
in the Springfield plant to take 
care of the growth of business. 

United American Bosch Co., 
Springfield, making a variety of 
items in the automotive electrical 
equipment field, kept its plant at 
a high level of activity during the 
late fall and early winter, and 
prospects for 1935 are reported 
good. 








Battery Trade Up 


The Norwalk Tire & Rubber 
Co., Norwalk, Conn., has noted a 
sharp increase in its battery busi- 
ness, production having increased 
from 1,200 batteries a month to 
10,000,, according to John W. 
Whitehead, president. C. C. Ness, 
of Boston, Mass., for 20 years 
storage battery engineer for the 
Presto-Lite Co. and the National 
Carbon Co., and recently vice- 
president and general factory 
superintendent of the Perine Bat- 
tery Co., Boston, was recently 
placed in charge of the Norwalk 
battery department. 

Fafnir Bearing Co., New Britain, 
Conn., bearing manufacturer, re- 
cently paid its regular dividend 
of 75 cents a share, amounting 
to about $90,000. Company exec- 
utives are reported to be encour- 
aged over prospects for the com- 
ing year. 

Hartford Battery Sales Corp.,| 
Milldale, Conn., recently obtained | 
a loan of $35,000 from the Boston 
office of the Reconstruction Fi- 
nance Corp., which will enable the 
company to expand its operations. 

In Bridgeport a number of 
automotive manufacturers are an- 
ticipating improved business dur- 
ing the year. These include Amer- | 
ican Chain Co., Bassick Co., Casco | 
Products Co., General Electric Co., | 
Raybestos - Manhattan, Inc., and_| 
Bridgeport Coach Lace Co. 


Other Connecticut concerns 





which will reap benefit from im- 
proved business in the automotive 
field include Armstrong Rubber 
Co., West Haven; New Departure 
Mfg. Co., Bristol; Norma-Hoffman 
Bearings Corp., Stamford; Russell 
Mfg. Co., Middletown; G. & O. 
Mfg. Co. and New Haven Clock 
Co., New Haven; Pratt & Whit- 
ney Co. and Whitney 


Hartford, and a number of others. 


GM Truck Luncheon 


Milwaukee, Wis., Jan. 13.—General 
Motors truck dealers from Wiscon- 
sin attended a luncheon at the Hotel 
Schroeder here Jan. 9, sponsored by 
the zone branch of the General Mo- 
tors Truck Co., in connection with 
introduction of 1935 models. E. M. 
Doyle, western division sales man- 
ager, and Fred Pratt, manager of 
fleet sales from the factory at 
Pontiac, Mich., participated. V. M. 
Babcock is in charge of the Mil- 


waukee office. 


Mfg. Co., | 








Explain Code Authority 


To Automobile Dealers 

Minneapolis, Minn., Jan. 13.— 
The Twin Cities Code Authority 
for the automobile retail trade 
has been advised that a recent de- 
cision of the United States su- 
preme court holding part of the 
NIRA set-up unconstitutional 
does not affect car dealers. 

The court’s decision involved 
that section of the act relating to 
oil production control and has no 
bearing whatsoever with the prin- 
cipal portion of the law which 
provides for the _ establishment 
and administration of codes of 
fair competition in industry gen- 
erally, J. R. Fry, chairman of the 
Twin Cities Code Authority was 
informed by national executives. 


Canton Show Cancelled 


Canton, O., Jan. 13. — Canton 
Automobile Dealers Assn. at a re- 
cent meeting decided not to hold an 
automobile show this year. The 
first show in several years was 
sponsored by the association last 
February. Unable to secure suit- 
able building, dealers decided to 


abandon the show idea this year. 





Detroit, Jan. 13.—Every year, 
either by design or by accident, 
the automobile industry places 
particular emphasis upon one 
feature of the new cars on dis- 
play at the automobile show. 

Two years ago it was perform- 
ance. Last year it was stream- 
lined appearance and this year at 
Convention Hall the crowds are 
talking about safety construction. 

Auto men say that the reasons 
for the switch to safety are obvi- 
ous and cite the increased number 
of traffic accidents during the 
past year and the fact that al- 
most every manufacturer concen- 
trated on new safety improve- 
ments. 


Virtually every one of the 30 
different kinds of new cars on 
display can boast of important 
safety developments. The crowds 
are safety-conscious. They’re ask- 
ing more questions about safety, 
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particularly about the new safety 
devices, 

Plymouth helped pioneer the 
all-steel body and_ hydraulic 
brakes, two recognized safety fea- 
tures of proven merit. What, then, 
has the company added to the 
new model to justify its claims 
of even greater safety? Here’s 
the answer of Fred M. Zeder, 
vice-president of Chrysler Motors 
in charge of engineering: “The 
new Plymouth features all-steel 
body construction and hydraulic 
braking. We have made num- 
erous tests with steel bodies to 
note and correct weak spots in 
construction. Our research en- 
gineers have followed the work 
of stunt drivers. These tests, plus 
our laboratory research, gave us 
invaluable information which we 
nave incorporated in strengthen- 
ing the newest Plymouth bodies.” 





TRUCK NEWS! 


FOR PASSENGER CAR DEALERS 


, TON SPEEDWAGON 


CHASSIS 





112 TON SPEEDWAGON 


CHASSIS 








AN EXCEPTIONAL 
OPPORTUNITY 


To Establish Yourself as the Reo 
Speedwagon Merchant of 
Your Community 


@ Reo’s special truck franchise now 
presents an opportunity that warrants 
the immediate attention of every auto- 
mobile dealer. 


Entering the lowest price truck field 
with a brilliant new 2-ton Speedwagon, 
Reo, with one spectacular stroke, ex- 
panded its market more than 30 per cent! 


Simultaneously Reo introduced a new 
1'%2-ton Speedwagon so eagarios in qual- 
ity and appearance—and so favorably 





priced—that 
Reo dealers are 

also assured a com- 

manding advantage in this broad field. 


A great opportunity is available to se- 
lected dealers in localities where a sub- 
stantial market exists for low-priced 
quality trucks. The Reo line can be 
handled without conflict with passenger 
Car activities. 


Dealers are given extraordinary helps 
that vastly simplify sales efforts—vital, 
practical aides such as the Reo School 
for Truck Salesmen, the famous and ex- 
clusive Reo Ability Rating System and 
the equally important Reo Truck Per- 
formance Gauge. 


Authorities agree that truck sales in 1935 
will closely approach the biggest year in 








truck history. Reo sales last year gained 
over 100 ae cent—a 50% better show- 
ing than the industry as a whole. Com- 
bine these factors and see for yourself 
how large the opportunity really is! 

Reo Speedwagons range from 1% to 4-6 tons includ- 
ing Tractor-Trailers and Buses. Prices from $495 up, 
f. o. b. Lansing, plus tax. Special equipment extra. 

Give this proposal your serious imme- 
diate consideration. Write or wire Reo 


today for details of its exclusive 
Special Franchise. roe 


REO 


MOTOR CAR COMPANY 
LANSING, MICHIGAN 





Buick and its dealers look through 
the bright doorway of 1935 to a 
= future of greater promise and 


further progress. The product 





sparkles with style and beauty. 
It goes forward now with the approval and good will 
of a large and discriminating public behind it. Every- 
one—owner and non-owner alike—admires and respects 
Buick’s famous and unequalled dependability, its smooth 
performance and satisfying economy. Those who by 


force of circumstances have had to content themselves 


Twenty-five beautiful models—four 
wheelbase lengths —four popular price 
groups, from $795 to $2175, list prices 
at Flint, Michigan. Prices subject to 
change without notice. Special equip- 


and up, list prices at Flint, Michigan ent extra, Favorable G.M.A.C. terms. 


a eh ee ° AUTOMOBILES 





with cars less fine than Buick now welcome the oppor- 
tunity which the newest Buick at $795, factory base 
list, affords them to come back to Buick, or to come 
to Buick for the first time. Those accustomed to the 
luxury and fine performance of costly cars are delighted 
to find in Buick, for considerably less money, every- 
thing they have been accustomed to—plus features, 
advantages and prestige which belong to Buick alone. 
So Buick and its dealers see, in 1935, the beginning 


of still greater popularity and success. 


BUIC 








Body by Fisher 


